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Bad Times 
Bringing P.A.s 
Good Training 


New York—When the going 
cets rough, it’s the tried and true 
purchasing techniques which pay 
off 

[hat appears to be the one gen- 
lesson P.A.’s have learned 
from their lengthening stint of re- 
cession buying. But there are a 
number of specific purchasing 
practices which have received 
somewhat more emphasis _ in 
many respects than in plushier 
days. 

These were pinpointed when 
PURCHASING WEEK asked a num- 
ber of purchasing executives in 
representative companies which 
recession-sharpened — techniques 
produced the best results and on 
which will they lean most heavily 
in future good times and bad. 

(Continued on page 30) 


Small Firms Hit 
Missile Pacts 


Washington—Both Congress 
and the Pentagon are hearing 
loud complaints that small pro- 
ducers of parts and components 
for aircraft and missiles are being 
squeezed out of defense business 
by prime contractors and the 
larger subcontractors on major 
projects. . 

[he complaints are of 
types. 

*first, that the bigger com- 


eral 


two 


| panies are holding on to business 
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manufacture of the relatively 
standard items used in planes and 
(Continued on page 4) 


This Week’s 


Keeping Pigeons Away 

Salem, N. H,—Purchasing 
agents seeking an ideal pigeon 
repellant are advised to try 
common mothballs. 

The Rockingham Park 
racetrack sprinkles its grand- 
stand with them as soon as 
the ends. General 
Manager Lou Smith estimates 
they save the track a spring 
cleaning bill of about $10,000 
aS pigeons won’t come near. 


season 


Labor Pacts 
Boost Wages 


Washington — Recent labor 
contract settlements show a sub- 
stantial upward wage trend de- 
spite high unemployment and 
other business factors. 

An informal compilation of 
more than 200 labor-manage- 
ment pacts signed in the first 
three months of 1958 shows that 
roughly 20% provide wage in- 
creases of 19¢ per hour or more. 

Approximately one-half are in 
the 10-to-12¢ hourly range. The 
major industry negotiations, of 
course, have only just begun, and 
auto contracts in Detroit are ex- 
pected to set the goals which 
other big unions will aim for later 
in 1958. 

But here are some of the im- 
portant “pre-Detroit” settlements 
which illustrate the trend of the 
1958 bargaining battle to date: 

© Construction: Teamsters won 
IS5¢ per hour from Baton Rouge 
Trade Association employers on 
a two-year contract, with 10¢ 
effective July 1, 1958, and S¢ 
to follow in 1959. In Seattle, 
common labor on both building 

(Continued on page 4) 


Purchasing 
Perspective APRIL 14-20 


There’s nothing like a bit of Christmas tinsel in the middle of 


April. 


\ctivity of jobbers attending the Advertising Specialty Guild 
Spring Show in Chicago last week prompted a Boston manu- 
lacturer to make a cheery forecast that the recession certainly 
won't hurt Christmas-giving by business firms. And if business 
improves this summer, declared Cornwall Corp. President John 


Moot, 


it’s even possible the business gift industry will see an 


increase Over the estimated record $350 million spent on business 


‘Ss last December. 


Not many purchasing agents have been found standing on 
their chairs cheering about lower prices. True, weaknesses have 
‘lopped up in many areas, and suppliers have cut corners in 

‘fr Ways to provide some benefits. But generally, P.A.s seem 


(0 view price lines as pretty firm. 


\nd with rising costs and stiff competition steadily nibbling 


Or 


P 


profit margins, the results of a recent poll of the Chicago 
chasing Agents Association look all the more significant. 


With profits now in a squeeze, the Chicago P.A.s were asked, 
“at will be the policy of your company over coming months in 
respect to selling prices of the products you produce? 

(Continued on page 29) 


Signs like this will be put up by 


DO IT NOW means buy thus booming business and job opportunities. 


the thousands in New York State, 


Commerce Commissioner Edward T. Dickenson tells W. D. Carlebach, 
left, First Deputy. A similar idea is expressed in editorial on p. 10. 


Cu. and Al. Prices 
Still Dropping 


New York—Further price cuts 
came last week from the copper 
and aluminum industries. 

Custom smelters of copper cut 
their price back 42¢ per Ib. This 
leaves a tag of 23'%2¢, cancelling 
the %2¢ increase made on 
March 24. 

The reduction was in response 
to lagging demand, especially in 
the past two weeks. Large U. S. 
producers, however, have main- 
tained their 25¢ price so far. But 
further shadings on both pro- 
ducers and smelters prices have 

(Continued on page 29) 


Chilean Miners’ Strike 
Closes Chuquicamata 


Santiago, Chile — A strike 
which closed Anaconda’s Chuqui- 
camata copper mine April | con- 
tinued last week with signs the 
walkout will go on. Copper prices 
rallied somewhat in London on 
reports the mine, which had been 
producing 22,000 tons monthly, 
was due to remain idle hamper- 
ing deliveries to Europe. 


Could You Get In? 

Getting in the British Pur- 
chasing Officers Association, 
counterpart of N.A.P.A., isn’t 
easy. To qualify P.A.’s must 
TAKE COURSES AND 
PASS EXAMINATIONS. 

For information on_ this 
highly professional group see 
page 12. 


More Moonlighting Darkening 
Employment Picture, Seminar Says 


New York—* Moonlighting” — 
holding down two jobs at once— 
is growing. Latest figures indicate 
that some 3.5 million workers, 
5% of the nation’s work force, 
are involved. 

This was brought out recently 
at the annual seminar held by the 
New York State School of Indus- 
trial and Labor Relations at Cor- 
nell University held in New York 
City. Indications are that workers 
in almost all companies and all 
their departments, including pur- 
chasing are guilty of the practice. 

A session on “the shorter work 

(Continued on page 30) 


Midwest Area 
Truckers Ask 
Higher Rates 


Chicago—Midwestern truckers 
have joined a parade of trucking 
groups which have won or are 
seeking Interstate Commerce 
Commission authority to increase 
rates. 

Because they claim they are 
beset by both higher labor costs 
and “chaotic” competition, the 
790 firms represented by the Cen- 
tral States Motor Freight Bureau 
asked the I.C.C. to authorize a 
“mandatory” boost of 5 to 7% 
for a large number of commodi- 
ties. 

Harvey Welty, Central States’ 
Commerce Department manager, 
told PURCHASING WEEK he be- 
lieves freight groups all over the 
country will have to put higher 
rates into effect “if they are met 
with the same labor increases we 
were.” He cited 10¢-hourly hikes 
for over-the-road, city pickup, 
and platform workers since Janu- 
ary Ist. 

(Continued on page 29) 


4,500-Psi Standard 
For Piping and Valves 
Suggested at A.P.C. 


Chicago—Establishment of a 
new pressure standard, 4,500 
psi, for piping. and valves has 
been recommended for adoption 
by the power, chemical process- 
ing, petrochemical, and hydrau- 
lics industries. 

In a paper presented before 
the American Power Conference, 
Laurence H. Carr, director of 
engineering and research, and 

(Continued on page 4) 


Purchasing Manuals Given Boost 
By Experts At 2 P.A. Gatherings 


Increasing demands for more efficient buying require a crystal- 


clear spelling out of purchasing policies. 


Procedures, supplier 


relationships, and other key functions and activities of the purchas- 


ing 
ing 


ing manuals. 


department must be unmistakably defined. Thus, many purchas- 
executives are directing their operations with the aid of purchas- 


Two top-notch purchasing directors, both strong advocates of 
manuals, appeared before P.A. groups last week to explain in detail 
how they establish their policies and procedures. Each emphasized 
the value of a purchasing manual as a tool not only of purchasing 


but of management as well. 

Grand Rapids, Mich.—Any 
company, “no matter how large 
or small,” needs a_ purchasing 
manual. 

But in developing such a 
manual, “it is important to ‘sell’ 
the policies to your people rather 
than give the impression that 
you are ‘handing down the law’ 
and expect everybody to toe the 


line,” according to David S. 
Gibson, Worthington  Corp.’s 


general manager of purchases. 
Gibson, speaking before mem- 
(Continued on page 29) 


St. Paul, Minn.—A _purchas- 
ing manual is “as necessary to a 
modern purchasing department 
as a sales manual in the sales 
department, an accounting man- 
ual in the accounting depart- 
ment, or ary other manual where 
a definition is required of what 
is to be done and how it is to be 
accomplished.” 

That’s how CC. Warner 
MecVicar, Rockwell Manufactur- 
ing Co.’s director of purchasing 
and traffic summed up the key 

(Continued on page 29) 
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Pig iron, Bessemer, Pitts., gross ton 67.00 67.00 65.50 + 23 a 
APRIL 14-20 Pig iron, basic, valley, gross ton 66.00 66.00 64.50 2.3 Stan 
Steel, billets, Pitts. net ton 77.50 77.50 74.00 + 4.7 — 
; , — Steel, struc 5.275 275 5 55 | 
Price weakness is beginning to filter through to the consumer level. Steel st a ot. iil 3 978 O75 "4 “rs D 
It's an important development because consumers represent “ultimate” idl tiie ih Bl oi ; e 208 5 208 myer i? lines 
demand. If weakness persists or intensifies it could exert pressure all the way Steel, bars, Pitts., ewt 5.425 5.425 5.075 6.9 — 
down the line, through the distributor levels back to the producer. non, Lo - ;, 9.10 9.10 Bg 2 td 
‘ : . . ° Steel serap, eavy, del. Pitts., gross ton 33.50 34.50 3.50 —23.0 . 
Most of the impetus stems from growing public awareness of the economic Steel scrap, #1 heavy, del. Cleve., gross ton 31.50 31.50 37.00 —14.9 $1.5 
facts of life. Consumers are just beginning to realize what purchasing execu- Steel scrap, #1 heavy, del. Chicago gross ton 31.00 30.50 39.50 —215 1956 
tives have known for a long time: Buyers are again in the saddle. Aluminum, pig, lb ro = y =" Et acco 
— on . . — * . Secondary aluminum, #380 lb 213 208 N.A. N.A 
Families, like their buying counterparts in industry, are no longer snapping Copper, electrolytic, wire bars, refinery, lb 246 245 316 22) some 
up without question whatever is offered. They’re shopping and comparing, Copper scrap, #2. smelters price, lb 180 183 258 —30.2 HR garn 
and in their own way are becoming buying specialists. Lead, common, N.Y., Ib el2 12 16 eo Be this | 
Look for bargain conciousness on the part of the buying public to continue — a peeorwe, - ch cr a p ard | 
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pressuring prices, at least until the general business picture starts brightening Tin, Straits, N.Y., lb 933 924 989 — 5. ; 3 
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average about 5% below comparable retail levels.) The fact that mail order Gasoline, 91 oct. reg, Chicago, tank car, gal 118 118 13 — 92 | Re 
houses have announced further price reductions in face of good sales volume Gasoline, 84 oct. reg, Los Angeles, rack, gal 114 AM 131 — 159 Be is not 
is significant. It’s another indicatio - - . . es 0 Coal, bituminous, slack, ton 6.05 6.05 6.05 u “ihe 
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attitudes. Car sales have been running about 25% below 1957 since the first Shellac, T.N., N.Y. Ib 33 33 36 — 83 BR hecon 
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expected to hit < ’ peak of ‘te a : Pd airs ee Sullur, crude, bulk, long ton 93.50 23.50 26.50 13 
p et o i new pe 1k of 300,000 units this year. And it’s not all a fad Raliesic anit G64. cxmmmescciel. tanks, ton 19.35 19.35 99°35 134 i 
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Office Equipment Market Shows 
Sharp Division Between Old, New 


Price Rise Is Slow, Steady; Discounting Used 


Because of Better Items, 


New York—Buyers of office 
equipment during the coming 
months will be entering a highly 
ynplex and divided market. 
here’ ll be a sharp division be- 
n old and automatic lines. 
Competition in the typewriter, 
ing machine, and calculator 
cets is the sharpest in 20 
years. Discounting has become 
the byword. 

But office automation, com- 
puter, and electronic brain equip- 
ment are faring somewhat differ- 
ently. Prices, particularly for the 
specialty variety of machines, 
have been rising, although buyers 
have been hesitant in making 
heavy outlays. 

[he accompanying — chart 
shows the steady, and currently 
slow rise in the average price of 
office equipment. But the index 


does hide the increasing fre- 
quency of discounting for the 
old-line office standards. The 


near-term future holds more of 
the same for buyérs. 


Standard Lines Lagging 


Discounting in standard office 
lines stems from more and better 
manufacturer’s products and lag- 
sing demand. In 1957 factory 
shipments for the industry hit 
$1.5 billion, some 15% above 
1956. Electronic computing and 
accounting machines made up 
some 40% of this total. They’re 
garnering a larger percentage of 
this year’s sales. The old stand- 
ard lines are dropping in sales. 

Typewriter sales have been 
running over 30% behind year- 
ago figures for the past five 
months. Standard typewriter 
sales are even worse. Figures 
hide the fact that sales of port- 
up fairly 
well, in 1957 25% above 1956. 

Reason for the lagging demand 
isnot complex. As is usual when 
business is declining, users hesi- 
tate on replacement purchases. 
Many firms report that they are 
making accounting machines, 
\ypewriters, and calculators “last 


le longer.” Others are going 


pinto the used market. 


The 
‘ HL 


a 


Bing 


melon 


But this situation is not likely 
last beyond the current year. 
reasons are: 
*With business 


to 


competition 


rare wee : 
PXccoming stiffer, the pressure to 


Ins B — . ~ 
iOWer costs 1s increasing. Office 


ma lines are needed for this 
task 
* [he paperwork revolution is 
not likely to be stayed very long. 
Th need for more records is 
Soosting demand for office equip- 
ment 
* the average life of most 
‘andard office machines is 8 to 
!2 \cars. So replacement can be 
Nic up only for a short time. 
automation office equip- 
men! field has been holding up 
aticr well. But new orders dur- 
i¢ last six months have been 
4 ie ig. It’s due to a spending 
“siiation and a more realistic 
look at office automation. 
» | ccutives realize that auto. 
™ n is not a panacea for all 
“ss ills. Much time and ef- 
required to iron out instal- 
lation kinks. Many firms are find- 
ing that costs just don’t justify 
INSta lation. . 
Heavy order backlogs and new 
Procucts will keep sales increas- 
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Lagging Demands 


ing. And defense buying will help 
boost computer sales further. 
Computers are tied to almost 
every phase of missile and rocket 
development work for the na- 
tion’s defense. 

For the long-run however the 


looking beyond the current busi- 
ness downturn. Many firms are 
now developing sophistication in 
handling the installations, en- 
abling them to speed up the re- 
turn of data. 

A survey by the National 
Office Management Association 
indicates that the biggest users of 
punch card systems are public 
utilities, insurance companies, 
and government agencies. Inte- 
grated data processing equip- 
ment receives its greatest use 
from electrical, chemical, and 
insurance firms. Groups using 
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PRICE INDEX OF OFFICE | 
MACHINERY AND EQUIPMENT 


computer outlook is even| automation equipment least in- 
brighter. Its growing versatility |Clude; construction, service, edu- . a a ae ee ee ae a cae i Ce ee a Vr 
and relative cheapness are seen cational, retail, and distribution '50 '5| '52 '53 '54 '55 '56 J F MAM J J AS ON DJ F 
by many businessmen who are] Organizations. 1957 i958 
eo aan " 
When lost production minutes are counted 
in dollars, replacing worn valve packing 
while the line is under full pressure makes 
4 H sense. 
save production time | 
With standard O-B bronze gate and globe 
repack under pressure eee valves—125 lbs. WSP and above—produc- 
tion continues without interruption while 
packing is replaced. Just open the valve 
full and the special stem design seals pres- 
sure within the valve body. 
j 


Purchasing Week 


You will find a complete line of O-B valves 
available from your distributor. Call him 
today for all your bronze valve needs. 


OHIO BRASS COMPANY e MANSFIELD, O. 


4722-V 


This Week’s 


Washington 
p er spective APRIL 14-20 


There’s no doubt that the pressure for an income tax cut has 
simmered down. Congressmen are telling each other that their 
constituents are more interested in other issues: Unemployment. 
excise tax cuts, price cuts on the things they buy, etc. 

Congressmen came back from the Easter recess feeling that 
the recession looms larger in Washington than it does around 
the country—although in those cities where unemployment is a 
real problem, the recession issue over-rides all others. 

The cities are Detroit, Los Angeles, Cleveland, Pittsburgh and 
other manufacturing centers. They heard that a tax cut doesn't 
do anything for a man who is out of work, that unemployment 
compensation, and federal spending that creates jobs are more 
popular. 


es * s 

The Administration’s own position against a tax cut is harden- 
ing. Officially, the Eisenhower line is this: 

We have never been convinced that a tax cut is necessary, but 
we have been watching the economic indicators day-by-day, and 
have been prepared all along to recommend one “if it becomes 
necessary.” 

Eisenhower and the majority of his top economic advisers take 
the latest figures on employment and unemployment as confirma- 
tion of their predictions that the recession is about at the bottom 
from here on out. They expect to see overall business move side- 
wise, with the pickup coming in late summer or fall. 

At any rate, Eisenhower has always said, in effect: “Show me 
that a tax cut is needed. If you can convince me it is, I'll back 
one. 

But so tar, those of his advisers who favor a tax cut haven't 
been able to muster enough evidence to shake Eisenhower’s con- 
viction that the slide is coming to an end, that a levelling off is 
either here now or coming soon, and that the next change is for 
an upturn. : 

That’s what’s behind Eisenhower’s press conference announce- 
ment on Wednesday that he sees no need for a decision now on 
cutting taxes. 

oe * * 

The basic reason for pulling and hauling in Washington is of 
course, that the recession itself is a puzzle. No one knows for 
sure whether Eisenhower is right or whether the gloom-and- 
doomers are right. : 

Even if there could be certainty about the kind and size of the 
recession, no one knows for sure whether federal spending would 
turn it around or even if a sizable tax cut would do so. 

The net result is that there’s a firming of the conviction that 
the proper attitude is still “wait and see.” The next critical 
decision-making time comes about a month from now. 

That's when the unemployment figures come out again, and 
that’s when Congressman Wilbur Mills, Chairman of the House 
Ways and Means Committee which must originate the legislation, 
has said he'd take his own look at the economic situation to 
decide whether to recommend a tax cut for adoption by the 
Democratic political strategists. 

* * * 

The politicians have not been stampeded into a tax cut because 
they’re convinced that there’s no special political benefit. The 
way they see it is this: 

“When I vote for a tax cut, everybody gets the credit, but when 
I get a dam, or post-office, or airport construction funds for my 
district, then I get the credit.” In short, spending is more popular 
with congressmen than a tax cut—despite the long-held political 
belief that nothing is more popular with the voters than a cut 
in their taxes. 


Weekly Production Records 


Latest Week Year 
| . Week Ago Ago 
Steel ingot, thous tons 306 1,312 2,310 
Autos, units 65,082 93.844 130,318 
Trucks, units 16,827 17,665 23,896 
Crude runs, thous bbl, daily aver 7,214 7,038 7,856 
Distillate fuel oil, thous bbl 11,506 11,363 12,634 
Residual fuel oil, thous bb! 6.785 6,984 8,248 
Gasoline, thous bbl 25,124 25,427 25,683 
Petroleum refineries operating rate, % 78.6 77.0 88.1 
Container board. thous tons 139,919 129,279 147,283 
Boxboard, thous tons 139.485 139.369 bs 818 
Paper operating rate, % 90.5 89.2 - 96 4 
Lumber, thous of board ft 226,101 228,774 242 257 
Bituminous coal, daily aver thous tons 1.202 1,240 : 1,762 
Electric power, million kilowatt hours 11,326 11,645 | 1.693 
Eng const awards, mil $ Eng News-Rec 354.6 598.5 344 5 
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Washington—The March fig- 
ures on employment and unem- 
ployment were almost too good 
as far as the Eisenhower Admin- 
istration is concerned. 

The raw totals—62.3 million 
at work, and only a 25 thousand 
increase in unemployed over Feb- 
ruary—were so favorable as an 


indication that the recession is 
slowing or stopping, that the 
Administration is besieged by 


skeptics seeking signs of pessim- 
ism in an otherwise optimistic 
report. 

The President’s own advisers 
were pleasantly surprised last 
week when the monthly report 
came out. They had been upset 
in early February when Eisen- 
hower told a news conference 
that March would show the be- 
ginning of the end of the business 
slide. Advice from the White 
House and other departments was 
for newsmen to put the accent on 
the “beginning”; that with other 
business indicators mushy, the 
President was probably unwise 
in putting so much faith in a 
single statistic—unemployment. 

But last week’s report trom the 
Labor Department and the Com- 
merce Department shows that 
employment in March increased 
by 321-thousand, and that un- 
employment, though still high, 
moved sidewise from February, 
increasing but 25 thousand to 
5,198,000. 

So where do the skeptics come 
in? They argue on several counts: 

e Manufacturing employment 
continued to go down—by 194 
thousand—and mostly in auto- 
mobiles, primary metals and 
other durable goods industries. 
This was a greater than seasonal 
decline, and manufacturing jobs 
were down 1.5 million from a 
year ago. 

Seasonally adjusted, the unem- 
ployment rate rose to 7.0% of 
the labor force, up from the 
6.7% of last month. (A year ago, 
unemployment was 2.9 million, 
only 3.9% of the labor force.) 

e Underemployment continued 
to rise—the number of workers 
who are on part time for econ- 
omic reasons rose from 1,111,- 
000 in February to 1,227,000 in 
March. Those figures, plus the 
statistics reflecting the increase 
in the number of workers apply- 
ing for unemployment compensa- 


Employment Most Too G 


tion benefits, are the basis of Ad- 
ministration critics’ demands for 
a tax reduction, and for federal 
programs to aid the needy. 

e Unemployment claims con- 
tinued to rise at the end of March. 
Some 16,800 new workers made 
initial claims for jobless pay in 
the week ending March 29. As 
of March 22, the number of 
workers getting benefits rose to 
3,278,900, which was up from 
the March [5 figure of 3,264,100. 

e The number of workers who 
have been unemployed for 15 
weeks or longer rose from 1,148,- 
000 in February, to 1,446,000 in 
March. 

But the situation in March as 
reflected in last week’s statistics, 
certainly was not as bad as most 
observers had anticipated. The 
President’s most devoted support- 
ers did not expect that employ- 
ment would jump 300 thousand 
to 62.3 million at work; and the 


ood For lke 


unemployment rise of only 
thousand was many times und 
the 200 thousand increase whi 
had been estimated. 

Other bright signs includ 
Employees working 35 hours « 
more a week went up almost on 
million; those working less tha: 
35 hours dropped over 300 thoi 
sand. The average hours worke 
figure—straight time plus ove 
time—trose from 38.4 hours 
February to 38.5 hours in Marc 

The Administration, though 
gratified, still feels that the lon- 
gevity of unemployment, partic- 
ularly in manufacturing, is such 
that Eisenhower will continue to 
press for temporary federal aid to 
extend unemployment benefits fo 
those whose insurance payments 
have run out. But at the same 
time, the Administration took the 
March figures to bolster its argu- 
ment that this is not the time to 
decide on a tax cut. 


(Continued from page 1) 
and heavy construction received 
19¢ per hour increases, and car- 
penters and structural ironwork- 
ers wages went up 19 and 15¢. 

e Aircraft: United Auto Work- 
ers signed with Chance Vought 
Aircraft at the company’s Dallas, 
Tex. plant for one year with in- 
creases ranging from 8 to Il¢ 
an hour. At Republic Aviation 


Corp., Farmingdale, L. I., last 
week, International Association 


of Machinist negotiators recom- 
mended settlement on a company 
proposal of 10 to 14¢ immedi- 
ately, 10¢ more next April. plus 
lay-off benefits, a cost-of-living 
adjustment provision, and greater 
seniority protection. 

e Food: Meat Cutters union 
members at H. J. Heinz Co., 
Pittsburgh, received an I1¢ an 
hour boost, including a 3¢ cost 
of living adjustment. A New 
York Association of Independ- 
ent Grocers gave Teamster mem- 
bers a contract providing for a 
$2 weekly automatic raise next 
Jan. 1, and increased pension 
contributions by $1 to $2 weekly. 

e Power: Consumer Power Co. 


Labor Pacts Boosting Wages 
Despite High Unemployment Total 


of Michigan settled a strike with 
a package calling for an estimated 
27¢ an hour in direct and tringe 
benefits over the next two years. 

e Telephones: Plant and en- 
gineer employes of New England 


ce 


Telephone and Telegraph Co. got 
$1.50 to $3.50 weekly wage in- 
creases. 


e Tobacco: Brown & William- 
son signed a two-year contract 
for direct automatic wage in- 
creases totaling 14¢ an_ hour, 
with 7¢ effective this year. 

e Other labor developments 
last week included: 


New York—Supervisory per- 
sonnel took over technical and 
cameraman jobs last week when 
more than 1,300 radio and tele- 
vision technicians went on strike 
against Columbia Broadcasting 
System. The walkout, affecting 
radio and TV operations of CBS 
in New York and a half dozen 
other cities, involved wage in- 
crease, union security and other 
new contract demands. The 
striking broadcasters are mem- 
bers of the International Brother- 
hood of Electrical Workers. 


Small Firms Hit 
Missile Pacts 


(Continued from page 1) 
missiles—which normally was 
subcontracted to smaller firms. 

e Second, that the bigger com- 
panies are pulling back work to 
their own plants work already 
out on subcontract to smaller 
suppliers. 

The problem became a serious 
one during last year’s wide-rang- 
ing pentagon cutbacks in aircraft 
and missile production schedules. 
At that time, the bigger airframe 
makers, hard hit by reductions 
in orders, claimed that to main- 
tain capacity and labor forces, 
they had to pull back to their 
own shops’ work _ ordinarily 
farmed out elsewhere. 

But the problem now continues 
to attract attention even with the 
latest speed-ups in defense orders. 

The Defense Department notes 


the problem and utters assurances 
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that small business’ share of in- 
creasing military business must 
be protected. But it has been un- 
able to take firm action to counter 
the problem. 

Last week, in a California 
speech by Assistant Air Force 
Secretary Dudley C. Sharp, in 
charge of materiel, the Pentagon’s 
predicament was outlined. 

Said Sharp: “Prime and asso- 
ciate contractors should not (re- 
call business from subcontractors 
to make up for lost business or 
production slow-downs) without 
making certain that subcontrac- 
ting the work is not cheaper. In 
other words, they should be able 
to justify recall of business on the 
basis of more economy to the 
government, or for other sound 
reasons. We cannot otherwise 
agree to such actions.” 

Sharp stressed the cost angle, 
said that it even “might be a 
good idea for primes and asso- 
ciates to compete with subcon- 
tractors for certain parts and 


components, establishing a firm 


price and delivery schedule, be- 
fore deciding whether to subcon- 
tract for a particular item oF 
make it themselves.” 


4,500-Psi Standard 
For Piping and Valves 
Suggested at A.P.C. 


(Continued from page 1) 
William F. Crawford, president. 
both of Edward Valves, Inc.. 
urged adoption of such a standard 
to meet the needs of advancing 
technology in the field of high 
pressure. 

The 4,500-psi standard, the) 
pointed out, would be compatible 
with present and future steal 
plant designs. It would also e> 
tablish a standard pressure class 
far enough out on today’s rathe! 
well-defined design frontiers ‘° 
that obsolescence of the new 
standard would not occur belor 
it has had an opportunity to be 


of wide service. 
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Roebling Electrical Cable 
inks I'wo Nations with Light! 
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The beautiful 
Blue Water International Bridge 
links U.S. and Canada. 


Power Cables, 
Rubber-Insulated 


Portable Power 
Cables 
Building Wires 
and Cables 


Control Cables 


Several miles of Roebling Electrical Cable is 
featured in this attractive span joining Port 
Huron, Michigan, with Sarnia, Ontario. 
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Roebling Cable of four types was selected by 
Vogel Electric Company, Port Huron, the electrical 
contractors, to cover the entire U. S. requirements. 
Over half of this Roebling Cable is a three-con- 
ductor type, with a 7/64’’ Roeprene sheath, in- 
stalled by direct burial in the bridge’s approaches. 
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Service 
Cables 


Roebling Electrical and Telephone 
Cables come in scores of 
types and sizes for every type 
of modern service. 


Telephone 
Cables 


There’s a Roebling Cable for every electrical or 
telephone application ...and wise contractors know 
there’s none better. Roebling cable is the choice for 
buildings and projects where lasting dependability 
is vital. When you need superior electrical wire or 
cable, call your nearby Roebling distributor or write 
Electrical Wire Division, John A. Roebling’s Sons 
Corporation, Trenton 2, New Jersey. 
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Number Of 
Months Supply 


FACTORY "INVENTORY/SALES" RATIO 
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New Figures on Factory Stocks 
Worry Administrations Staff 


Washington Officials See Bottom Out as Near; 


No Indication However 


New _ York—New figures on 
factory stocks, new orders, and 
sales are leaving Administration 
officials with mixed feelings about 
the economic outlook. 

On the plus side, inventories 
have declined slightly, and orders 
have shown signs of stabilizing. 
But offsetting this is the continu- 
ing decline in sales and a rising 
stock-to-sales ratio. 

Data lends support to the feel- 
ing that a bottoming out period 
may be approaching. But there 
is nothing in the statistics to in- 
dicate that a snapback to boom 
levels is around the corner. 

What the figures do show is 
this: 

e The factory order decline is 
slowing down. At the end of 
1957, orders were falling about 
4% a month. February figures 
show only a 1% drop. Prelimin- 
ary March data indicate the de- 
cline may have been entirely ar- 
rested. 

e Another mildly encouraging 
sign: Factory inventories in some 
areas are being pared down to 
more workable levels. For ex- 
ample, on March 1, total stocks 
were 1% below the previous 
month—some 3-4% below the 
peak hit last summer. 

To the extent that some manu- 
facturers have pared top heavy 
shelves, this is an improvement. 
For such firms it means resump- 
tion of normal buying practices. 

e But in any inventory evalua- 
tion, you can’t ignore the effect 
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of Coming Upturn 


of sales. Factory shipments have 
continued to decline at a faster 
rate than stocks, and to some ex- 
tent this negates the effect of in- 
ventory paring. 

It means inventories in terms 
of day’s supply have continued to 
rise. The latest “inventory/sales” 
ratio of 2.05 (see chart) indicates 
inventories are more than two 
times monthly sales levels. 

Compare that a year ago when 
higher sales allowed manufac- 
turers to hold higher stocks, and 
at the same time keep supplies 
down to 134-month levels. 

The economy would be getting 
a much bigger spur from pared 
down inventories if sales had not 
slipped. 

The “new order/sales” ratio is 
another signficant barometer to 
watch. The zero line on the other 
accompanying chart indicates 
when new orders are matching 
Sales levels. 

Anything “plus” means orders 
are outpacing sales, and backlogs 
are growing. 

A negative figure means manu- 
facturers’ are not getting enough 
new business to maintain sales. It 
means they're living off backlog 
fat. 

A glance at the “orders/sales” 
chart indicates recent movement 
of the ratio. It has been negative 
for 13 straight months now. 
That’s one reason why backlogs 
have dwindled, and production in 
many lines has had to be cut 
back sharply. 


They Serve Themselves . . . Check out . . . Their Agencies Pay Later at... 


Supermarket for Office Supplies Run by G.S.A. 


Washington—Government secretaries now go 
to a supermarket to “buy” their office supplies. 

Expecting to make substantial savings in 
inventory reduction and space, but mainly in 
paperwork, the federal government has opened a 
novel store where paper clips, pens, pencils, waste 
baskets, paper, and hundreds of other items are 
displayed just like groceries, in a neighborhood 
supermarket. 

Secretaries from ten small agencies authorized 
to use the store push supermarket baskets up and 
down the aisles. 

Accredited shoppers from each of the agencies 
have been supplied with charge plates, and their 
purchases are charged at the check-out counters. 
The agencies are billed monthly for all purchases. 

The General Services Administration is operat- 
ing the store on an experimental basis, but plans 
to open at least one more soon for agencies in 
Dallas, Texas. Other such “paper clip” marts are 
under consideration. 

The Washington store serves only ten agencies 
located within a few blocks of each other in one 
neighborhood. They include the St. Lawrence 
Seaway Corporation, Subversive Activities Con- 


trol Board, a branch of the Housing and Home 
Finance Administration, and similar small 
governmental offices. Up to now each has 
operated separate stock rooms. 

The principal hope of the G.S.A. is to eliminate 
hundreds of thousands of paperwork and book- 
keeping operations that have been involved in 
requisitions by the agencies against G.S.A.’s 
central office supply warehouse. 

The Government’s serve-yourself system is 
somewhat similar to that used by the Air Force’s 
Arnold Engineering Development Center at 
Tullahoma, Tenn. (P.W., Feb. 17, P. 30). At 
Arnold, however, employees select parts and other 
supplies from a central store room on an honor 
system basis which eliminates the need for a 
check-out. 

The giant federal departments—Defense, Agri- 
culture, Federal Administration, etc.—probably 
will not benefit from such a joint supermarket 
scheme. Officials figure their consumption of 
office supplies is heavy enough to warrant opera- 
tion of their own stores. 

The G.S.A, supermart opened recently with 600 
shelf items. It plans to stock 700. 


The fact is you can’t maintain a 
negative ratio indefinitely. Sooner 
or later backlogs will be eaten up, 
and production will decline. 

To sum up, it’s important to 
keep your eyes on the two barom- 
eters noted above: The “stock 
sales” and “order/sales” ratios. 
Both are sensitive indicators of 
the nation’s economic activity. 

Things will be picking up when: 

e The “stock/sales” ratio dips 
well under 2 months and is in 
steady falling trend. 

e The “order/sales” ratio turns 
positive for a period of severai 
months without interuption. 

Both these developments are 
early-bird indicators of a healthy 
growing economy. 


Parcel Air System 
Opened for Freighters 


New York—A new Parcel Air 
System division, developing a 
low-cost rapid package delivery 
service by air throughout the 
country has been established by 
American Shippers, Inc., freight 
forwarders. ' 

Service between New York, 
Chicago, Boston, and Los Ange- 
les has begun, and used or pre- 
paid stamps for payment of 
charges and a simplified method 
of billing are claimed as advan- 
tages of the new system. 
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Producers Order Cut 
In Sulphuric Acid Tag 


Philadelphia — Lagging de- 
mand, especially from producers 
of steel, oil, and fertilizers, plus 
upped output from “captive 
users,” has caused a cut in the 
price of sulfuric acid. The cut 
has spread across the Eastern 
area of the country and averages 
from $3 to $5 per ton. It leaves 
the tankcar price of 66 degree 
acid at $19.35 per ton delivered. 

Competitive conditions in this 
vital raw industrial material area 
have been sharp for a number of 
months. Increased acid output 
by manufacturers of titanium di- 
oxide and fertilizer have boosted 
the amount of tonnage of sulfuric 
available on the open market. 

Increased demand for sulfuric 
has come from uranium process- 
ing companies. But their needs 
are primarily in the Colorado 
Plateau—far beyond the Eastern 
marketing area for the acid. 


Oil Outlook Brighter 


New York After three 
months of tightening its belt, the 
oil industry now faces a brighter 
outlook, even if demand in the 
remainder of 1958 shows no gain 
over 1957, reports Petroleum 
Week, a McGraw-Hill publica- 


tion. The magazine says indica- 


tions for the first quarter of the 
year are that both total demand 
and supply are nearing a more 
favorable position than had been 
expected. 


Furcolo’s Bill Gains 
State’s House Approval 


Boston — Gov. Foster Fur- 
colo’s $50-million emergency 
public works program to provide 
thousands of temporary jobs for 
the unemployed, has been ap- 
proved by the Massachusetts 
House of Representatives. 

Furcolo said the program 
would put 15,000 to work as 
temporary employes in_ state 
departments. The legislation, 
under which funds to support 
the program would be raised by 
a bond issue, is expected to be 
approved in the Senate. 


U.S. Steel Reduces 
Ore Mining Operations 


New York—U. S. Steel Corp.’ 
Oliver Mining § division  at- 
nounced that its Mesabi iro 
range miners in Minnesota will 
alternate four and five days weeks 
until steel orders improve. 

The company has about 6,(100 
miners in the state, nearly 90% 
of whom are affected by the cut- 
back. 
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Cross Predicts 
Textile Upturn 


New York—An upturn in the 

‘extile industry is long overdue 
1d should come before the mid- 
of the year, a textile spokes- 
in believes. 

Marvin R. Cross, president of 
Greenwood Mills, Inc., based his 
forecast On dips in prices and in- 
ventories. Textile prices, he de- 
clared, are at a point which con- 
sumers cannot resist and they are 
certaigly expected to come in and 
buy. 

By fall he feels the supply and 
demand situation should be suffi- 
ciently improved to bring about 

more realistic price situation. 

Also, textile inventories in the 
hands of mills are much lower 
than they were five or six months 
ago, he said. This fact makes it 
possible for mills to resist pres- 
sure for lower prices. 

Cross declared that the textile 
industry has been in the longest 
“dry spell” since 1938. He said 
it has been his experience that 
whenever conditions have grown 
extremely bad, a change for the 
better has been imminent. The 
change in the textile cycle, he 
added, is almost one year over- 
due. 


JAMES E. CLARK 


N.A.P.A. Dictrict 7 Elects 
Clark Vice President 


Atlanta—James E. Clark, divi- 
sion purchasing agent for Gulf 
Oil Corp. in Atlanta since 1939, 
has been elected vice president of 
the National Association of Pur- 
chasing Agents District 7. 

Clark, a member of the Pur- 
chasing Agents Association of 
Georgia, succeeds C. C. Sisk of 
the East Tennessee association. 
[he election was held at the dis- 
trict council meeting in Nashville, 
March 22. 

Clark helped to organize the 
Georgia association and served 
director during its first year. 
945 he was elected president 
the following year national 
director, 


Government Rejects 
Bids on Ellis Island 


New York—The government 
has an island to sell. Gen- 
‘ro’ Services Administration re- 
cd 21 sealed bids submitted 
Feb. 14, for 27-acre Ellis 
IS..nd in New York harbor, 
faving from 5¢ to $201,000 as 
than “fair maket value.” 
lighest bid was submitted by 
der-real estate operator Sol 
\tlas who intended to convert 
former immigration recep- 
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tion center into a resort called 
“Pleasure Island.” 

In a statement, Atlas pro- 
claimed, “This is an appalling in- 
justice which violates every 
moral principal of doing busi- 
ness and the whole system of 
sealed bids.” 


Electrons are being used com- 
mercially to sterilize medical 
intruments, according to “Elec- 
tronics,” a McGraw-Hill publica- 
tion. A device, called the linac, 
rated at 7 million electron volts, 
sterilizes 5 to 10 dozen catgut 
sutures a minute as they pass 
under the beam in a shielded 
room. 


Los Angeles to be Site 
Of Purchasing Conclave 


Los Angeles—Purchasing ex- 
ecutives and buyers from through- 
out the west convene here April 
24 for their eighth annual confer- 
ence on purchasing. The confer- 
ence is sponsored by the U.C.L.A. 
Graduate School of Business Ad- 
ministration and University Ex- 
tension in cooperation with pri- 
vate and governmental purchasing 
agent associations in California 
and Arizona. 

Speech and discussion group 
topics at the one-day session will 
deal with management and the 
purchasing function, work simpli- 


fication, traffic and transportation, 
legal aspects, and the economic 
forecast for 1958-59. 

Speakers will include William 


B. McKesson, Los’ Angeles 
county District Attorney; profes- 
sors Theodore Andersen and 


Stanley Brewer of U.C.L.A.; Ben- 
jamin Z. Katz of Monogram Pre- 
cision Industries; Nello Lamberti 
of Ryder-Elliott, Inc.; and Spencer 
H. Bellue, president of the Pur- 
chasing Agents Association of 
Los Angeles. 


As the farmer said, “My son is 
the luckiest man in the world, 
and the harder he works the 
luckier he gets.” 


N.M.U. Seeks Increase 
In Wages, Pension Fund 


New York—The National 
Maritime Union has notified 
Atlantic and Gulf Coast ship 


operators that it plans to seek 
wage increases and other benefits 
in a new agreement to succeed the 
three-year pact which will expire 
on June 15. 

Joseph Curran, president of the 
A.F.L.-C.1.O. affiliate, said de- 
mands will be presented in a 
series instead of in a lump pro- 
posal. He said emphasis will be 
on increased pension and welfare 
contributions, but other issues will 
not be neglected. 
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CONTAINER CORPORATION 


HEADQUARTERS, ST. LOUIS 
PLANTS CoaAsT TO COAST 


Division oF Crown Zellerbach Corporation 
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British G.M. Subsidiary 
Notes $3 Million Loss 


London—Despite increased sales Gen- 
eral Motors’ British subsidiary, Vauxhall 
Motors, lost $3,177,283 last year. In 
1956, the company reported a net profit 
of $10,016,440. 

The company says reduced earnings 
last year were due to heavy expenditure 
in the final stages of its expansion pro- 
gram, production development costs on 
the introduction of new models, and high- 
er overheads because vehicle production 
was well below capacity of the new plant. 

Vauxhall believes the difficulties of 
1957 are over. 


U. S. Gives Spain $15 Million 


Madrid—Spain has been granted $15 
million by the United States to finance 
imports of industrial raw materials. This 
brings total U.S. aid to Spain under the 
Mutual Security Program for the current 
fiscal year to $56 million. 


There’s a Thermoid 


Conveyor Belt 
for every job 


And for your job, too! You'll find 
that Thermoid has a Conveyor Belt 
that wears better, lasts longer, stays 
“on the job”’ to save you time and 
money. Each Thermoid Belt is built 
to do a specific job best. The same is 
true of Thermoid Hose, Miulti-V 
Belts and Friction Materials. Call 
your local Thermoid Distributor. 
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Thermoid Company * Trenton, New Jersey 
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THIS COFFEE PILE is being destroyed by being mixed with tar. Competition which grew 
during Brazil's shortage of coffee some years ago has added to woes of the country. 


Rio de Janeiro—Brazil’s attempt to pull 
its slumping one-product economy off the 
coffee pile by stimulating mineral exports 
has met with spectacular results. 

The government decided only last 
month to yank the mineral export plug by 
offering exporters bigger “bonuses.” Many 
mining companies quickly jumped on the 
bandwagon. 

For almost a century Brazil made a 
living on coffee beans. But with coffee 
sales way off in a world market where 
production is far over demand, the govern- 
ment was forced to look around for new 
dollar earners in export items. Its vast 
mountains of minerals were the most 
logical. 

Mining companies have been reluctant 
to go into the export business for some 
time now because of the large capital in- 
vestment needed and because the govern- 
ment gave such small payments in cru- 
zeiros (Brazilian money) to the exporter 
for every dollar earned. 

For example, iron ore exporters for- 
merly received about 55 cruzeiros to the 
dollar. This was an unrealistic value. The 
free market rate of the cruzeiro to the 
dollar last month topped 110-1. It was 
for this reason—not being able to earn 
approximately a dollar for a dollar’s worth 
of exports—that many exporters in Brazil 
gave up. 

But now the government’s superintend- 
ent of money and credit has issued “In- 
struction 152” which is proving to be the 
needed export stimulant. It gives mining 
companies, iron ore at first, the right to 
get at least $15 per ton in actual dollars 
to be used to amortize the original mining 
investment. ; ; 

It also will give these companies an 
overall higher rate than 55 cruzeiros to 
the dollar in payment for dollars earned. 
Each mining company, the government 
says, will have to make its own individual 
deal. 

When “Instruction 152” was issued, the 
M. A. Hanna Co. almost immediately 
announced plans to take over a gold and 
iron ore property with probable invest- 
ments running into the hundreds of mil- 
lions of dollars. 


Late last month, the Cleveland Cliffs 


Brazil Turning from Coffee to Minerals 
To Boost Slumping One-Product Economy 


Government Giving Higher Bonuses and Other Concessions 
To Exporters; Welcome Hand Goes Out to Foreign Investors 


Iron Co., combined with Cleveland finan- 
ciers Cyrus Eaton and Rockefeller in- 
terests (International Basic Economy 
Corp.) was winding up a deal to take con- 
trol of a Sao Paulo steel company, Jafet, 
and considerable iron ore properties of 
that company. 

Other mining interests, such as Kaiser 
Steel, Ferrostahl of Germany, Japanese 
groups, Polish steel and iron groups, are 
all hustling into government offices in Rio 
to get in on the new minerals export deal. 

Mannesmann of Germany, which has a 
steel mill and steel pipe factory in Belo- 
Horizonte, Minas Gerais, started shipping 
iron ore to Germany in February at the 


rate of about 5,000 tons per month. The 
firm says this figure will be raised con- 
siderably with the new regulations. 

It appears that U.S. buyers and others 
will now be able to look to a new source 
of minerals supply in Brazil. The most 
obvious front runners in the new minerals 
exports race will be iron ore and man- 
ganese ore. Many of these deposits run 
very high in metal content, iron up to the 
near perfect 70% mark, and manganese 
more than 40%. 

Now the question arises as to what 
other metals might get shipped out in the 
wake of the rush to iron ore and man- 
ganese. Scheelite for tungsten has been an 
export item for Brazil, but this will prob- 
ably get a much heavier play under the 
new instruction. The Wah Chang Mining 
Corp. has an important scheelite works 
going in northeastern Brazil. 

Other important items that could be 
placed on Brazil’s newly-revised export 
“sales catalog” are beryl, tantalite, mica, 
quartz, columbite, wolframite, and pos- 
sibly lead and zinc. These minerals can be 
found in abundance, mostly in Minas 
Gerais State, and have been lying more or 
less untapped for want of interested ex- 
porters. 

Serious thought is also being given to 
other possible export commodities. A 
recent study of the Amazon Valley area 
unearthed the possibility of shipping out 
various types of hard-woods. Jute bagging 
material, sisal, skins of all kinds, and just 
plain building wood are some of the items. 

Paper and pulp are other possibilities 
Technicians feel Brazil can someday grow 
forests of eucalyptus trees in one fifth the 
time it takes traditional suppliers in Can- 
ada and Scandinavia to rebuild cut forest 
areas. They go so far as to say Brazil 
could be one of the most important pape! 
suppliers in the world. 

There is even talk that Brazil might be 
able to export some manufactured items 
such as penicilin and other drugs in quan- 
tities and perhaps such items as electronics 
equipment and auto parts. 

All this will call for a complete reshuffle 
of Brazil’s traditional exports list. Brazil- 
ian government economists in the Wash- 
ington Embassy are already preparing new 
lists of possible exports. 


France Will Import Tin 


Paris—France will import approxi- 
mately 12,000 metric tons of tin in 1958. 
France imported 11,386 tons of tin last 


year at a cost of $26 million. 


IF YOU'RE WORKING IN STAINLESS 


America’s best craftsmen and finest 
facilities are currently available 
to do your manufacturing! 


Whether you need a component part or complete 
fabrication you can expect better, faster production 
at less cost from automatic equipment in our 
three modern Central Ohio plants. Your proof is 
in almost every kitchen in America where the 
name Ekco is synonymous with 

kitchenware and cutlery quality. 


What we can do in stainless 


we can doin any 


metal 


We can draw, stamp, spin or piece aluminum, 
copper or carbon steel. We can finish the job, too. 


Our modern, completely automatic facilities for 
copper-nickle-chrome-plating, electro-polishing— 
rotary buffing, bonderizing and painting are 


ready to help you. 


for specific quotation without obligation 
send prints or samples and estimated quantities to: 


EKCO) 


EKCO PRODUCTS CO. 


Industrial Contracts Division 


1949 North Cicero Ave. ° 
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London—It’s hard to talk about commodities, pricewise, these 
days without referring to Soviet policy. But if United States 
industrial activity picks up strongly, Soviet influence will surely 
decline. 

The converse of that reflection, needless to say, is also worth 
hewing on. 

Here’s a rundown of current Soviet influence: 

As a result of application of Aluminium, Ltd., of Canada for 

n anti-dumping duty of Soviet aluminum deliveries here, these 
hipments have virtually ceased. 

Last price at which Soviet aluminum was offered was about 
the same as the new Canadian price—both delivered—and not 
counting the Canadian loyalty rebate. 

But Russian deals are impinging on other materials here. 

Price of top rubber grades has been sustained of late through 
steady Soviet demand at the rate of some 12,000 tons a month. 

It points up the often forgotten fact that the Russians can 
support as well as undermine a free world commodity. 

Platinum is a different story however. Here steady, small 
supplies of Russian metal have helped keep prices down on the 
open market. Taking all factors into account you can reckon 
on paying about the same or less for your platinum for some 
time yet. 


Toronto—A tough campaign of “buy Canadian” may cut into 
exports from United States. 

The Canadian Manufacturers Association has _ officially 
launched a hot campaign to cut down imports of all foreign 
products. This follows hard on the heels of the sweeping Con- 
servative election victory of March 31. 

The slogan of the campaign will be “Buy Canadian—keep 
Canadians working”. It is the first sign of the expected toughen- 
ing of Canadian attitude toward imports—particularly from the 
United States. 

It’s unofficially predicted by some industrialists that the 
campaign may be supported later by federal legislation—cither 
by raising tariffs or by eliminating some items from sale here 
altogether. 

They say no move will be considered too drastic by a govern- 
ment that has staked its political future on eliminating unem- 
ployment. 


ad oe - 

Moscow—Nicolai P. Firubin, Deputy Minister of Foreign 
Affairs, is claiming that Russian tin production is now higher 
than that of Malaya. 

In an exclusive interview with McGraw-Hill World News, 
Firubin denied that Russia dumped tin on the London market in 
an attempt to depress world prices. He claimed Russia sold 
only 5,000 tons in the London market last year at prices pre- 
vailing at the time. 

He was asked whether his country would consider participating 
in the International Tin Agreement if invited to do so. He 
categorically stated that Russia would have no part in the I.T.A. 

He accused the I.T.A. of strangling producer countries for the 
benefit of western capitalists. 

2 * 2 

Milan—lItalian officials now see Europe as a possible eco- 
nomic prop for the free world if the U. S. recession continues. 

According to Sen. Giuseppe Medici, Italy’s Minister of Treas- 
ury, Western Europe has a good possibility of maintaining 
production and trade volume as in the 1953-54 slump. 

Medici grants everybody’s economy depends to some extent 
On international trade. But he says, Western Europe has not 
\ct felt appreciably any export drop stemming from the U. S. 
recession, 

The fact that Italy did 56% of its total export trade with 
Western European countries last year, and only about 9% 
with U. S. is one reason for the minister’s optimism. 

\nother reason is the fine showing made by Italian industry. 
‘ve January 1958 industrial production index (latest available) 

138.9—a 0.4% rise over December, 2.7% over a year ago. 
J e * 
i snn—Plant and equipment ordering, a key barometer of eco- 
Nomic health, is holding up surprisingly well. 

ficial figures from the German Economics Ministry show 

nestic incoming orders for capital goods in February 1958 

e almost 11% above the domestic order value of February 

7. 

otal volume of incoming orders in February 1958, however, 
“s 3.4% less than in the corresponding period of last year. 

(his decrease in total orders was due to a 16% slump in 
Cousumer goods orders. Shoe industry received 32.3% and 
Cothing industry 24.9% less orders than in February 1957. 


April 14, 1958 


-_— 


Asphalt Roofing 
Prices a Target 


Small Producers Charge 
Big Companies Cut 
Prices to Injure Them 


Washington—Pricing of as- 
phalt roofing materials may be 
the target of new antitrust actions 
by the government. 

Small producers told Sen. 
Estes Kefauver’s antitrust sub- 
committee that large companies 
in the industry are cutting prices 
unfairly in order to drive out 
competition. Several large com- 
panies, however, denied the 
charges. 

But Kefauver thinks the De- 
partment of Justice and Federal 
Trade Commission may want to 
investigate the zone pricing 
charges for possible illegal price- 
fixing or price discrimination. He 
is sending transcripts of the testi- 
mony to both agencies for their 
investigation. 


Suggests Price Collusion 


George C. Krug, president of 
Volasco Products Co., Knoxville, 
Tenn., said it looks to him as if 
the big producers have “gotten 
together on prices.” Krug charged 
areas served by the small inde- 
pendents “will be offered prices 

. at cost or less, and the areas 
served only by the national manu- 
facturers will continue to have 
substantially higher prices.” 

Krug said this method of pric- 
ing by the big companies will 
eliminate small firms like his, 
which are unable to sell their 
products outside of a rather local 
area around their plants. 


Denies Price Conspiracy 


But spokesmen for Lloyd A. 
Fry Roofing Co. and Certain- 
Teed Products Corp., two of the 
biggest producers, say there is 
“ample and energetic competi- 
tion” in the industry and no con- 
spiracy on the part of the big com- 
panies to price in such a way as 
to eliminate small competitors 
from the field. 

Malcolm Meyer, Certain-Teed 
president, said not only are profits 
painfully thin” but that Certain- 
Teed had to close a plant at Ni- 
agara Falls recently because it 
could not produce a fair return. 
Meyer argued his company meets 
competitors’ lower prices in order 
to stay in business. 

Meyer told the Senate investi- 
gators that new, small companies 


have “no inherent right” to enter 
areas other companies have spent 
years and a lot of money develop- 
ing and take away customers by 
selling at lower prices. “We have 
to meet those prices or bleed to 
death”, Meyer argued. 

But Kefauver says he wonders 
if the law is not violated where, 
under one of the price zoning sys- 
tems in use, northern customers 
close to concentrated plants run 
by national producers are charged 
higher prices than southern cus- 
tomers more distant from the 
plants, but in the market areas 
served by small producers. 


Sea-Land Trailerships 


Halted By Labor Boycott 


Wilmington, Del. — A dock- 
workers’ boycott has forced the 
Waterman Steamship Corp. to 
suspend temporarily its sea-land 
trailership service which it opened 
last month to Puerto Rico. 

The difficulties arose, a com- 
pany spokesman said, when 
stevedores in San Juan resisted 
the mechanized loading and un- 
loading operation and made “ex- 
cessive demands.” The company 
refused to comply and the work- 
ers boycotted the ships. 

Waterman withdrew its two 
trailerships, Bienville and Beau- 
regard, from the transport run 
between New York-Wilmington 
and San Juan-Ponce until negoti- 
ations are complete. The com- 
pany hopes for a_ settlement 
within three to six weeks. 


Ford Reduces Prices 


Of Six Popular Models 


Detroit—The Ford division of 
Ford Motor Company has cut 
list prices on six of its popular 
models. Reductions range from 
$15 (for V-8 Fairlane two-door 
and four-door sedans) to $16 (for 
V-8 Fairlane 500 models). 

Reason for the cut given was to 
overcome small price advantage 
previously held by Chevrolet. 


Celanese Ups Price 


New York—Acetate fiber in 
staple and tow forms is being 
raised 1-2¢ a pound by the 
Celanese Corporation of America. 
The 2¢ rise price to acetate staple 
in 3, 5.5 and 8 denier varieties. 
One cent increases apply to 2, 12 
and 17 denier staple; 3, 542 and 
8 denier varieties of tow; and 
non-textile acetate fiber. 
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“Ch, just killing time. What are you doing?” 


Lead Drops I¢ Lb.; 
Titanium Off 15-20¢ 


New York—Current and antic- 
ipated drops in demand have 
forced cuts in the price of lead 
and titanium. The lead price re- 
duction amounts to 1¢ a Ib. The 
titanium drop, paced by DuPont, 
runs 15-20¢ per Ib. 

The 1¢ cut in the price of lead 
in New York results in a price of 
12¢ per lb.—down 3¢ from a year 
ago. It’s the lowest lead quote on 
the New York market in five 
years. Lagging demand from dur- 
able goods manufacturers and in- 
creased foreign competition have 
been plaguing lead producers for 
some time. Domestic stocks are 
now at their highest point since 
1939, and there’s little relief in 
sight for the near future. 

The lead cut came just one day 
after the Office of Defense Mobil- 
ization indicated that stockpile 
purchasing of the metal would be 
terminated around June 1. Look 
for additional pressure when the 
government actually terminates its 
5,000-ton monthly purchases. 

DuPont’s titanium cut effects 
both its A-l and A-2 grades 
sponge. The former now sells for 
$2.05 per lb. and the latter for 
$1.85. The price of grade A-2 
fine remains unchanged. 

Demand for titanium from air- 
plane and jet engine manufac- 
turers has been reduced lately. 
The price reduction is the second 
one in ten months. A DuPont 
spokesmen stated that the cut 
should stimulate the use of titan- 
ium by industrial firms. 


United States Economy 
Shows Drop in Wages 


New York—The United States 
economy has lost a seasonally ad- 
justed $1.5 billion in wages and 
salaries paid by private industry 
from Aug., 1957 through Feb., 
1958. The loss, blamed on the 
current recession and its attend- 
ant unemployment, has been off- 
set 30% by increases in unem- 
ployment benefits (also adjusted), 
according to the National Indus- 
trial Conference Board. 

First-line foremen, general 
foremen, and office supervisors, 
however, got an average pay 
hike of 5.2% last year, accord- 
ing to a survey released by 
American Management Associa- 
tion. One hundred twenty-nine 
companies participated in the 
survey which disclosed average 
salaries of office supervisors and 
first-line foremen range from 
$4,000 to $9,100, and general 
foremen from $6,400 to $13.- 
000. 


Loading Charges Granted 
Operators of Terminals 


New York—The Federal Mari- 
time Board has granted terminal 
operators permission to increase 
charges for loading and unloading 
trucks at piers. 

The operators must “submit an 
undertaking to the board” to 
make refunds of any part of the 
increased charges if the board 
finds them to be excessive. 

The pier operators may insti- 
tute the higher rates only upon 10 
days notice to the board. Further 
recommendations will be sub- 
mitted later by Alton L. Jordon, 
F.M.B. examiner who conducted 


hearings last fall on the proposed 
increases. 
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Management Needs the P.A.s Advice 


Purchasing executives, it would appear, are on the horns of a dilemma. 


On the one side, they are being asked by top management to keep inventories 
to a minimum and, therefore, to make only necessary purchases. On the 
other side, they are being besieged by suppliers to take advantage of today’s 


conditions to prepare for tomorrow. 


We recently received a telegram from a Boston advertising agency presi- 
dent suggesting a “campaign to urge industrial management to relax its 
suicidal no-expenditures policies.” The advertising executive, Harold Bugbee, 
president of Walter B. Snow & Staff, Inc., estimates “there are $10 to $15 
billion in orders ready to place except for top management attitude.” 

In suggesting that industrial orders be released to prime our economic 
pump, Mr. Bugbee urged, “let’s make 1958 the year we proved our confidence 


in capitalism.” 


The big question of course is “Why?” That is why should industrial orders 
be released? Obviously, any purchasing executive who advocates extensive 
expenditures at this time can expect to be asked “why” by top management. 
The fact suppliers are urging you to purchase now certainly is not an accept- 
able answer. And, strangely enough, even though we all are interested in gen- 
erally improving our country’s economic position that is not enough. Most 
of us are selfish enough to want to know how our company will benefit. 

Currently the feeling among economists seems to be that not only will 
we pull out of our current difficulties but that actually we are headed for 
another round of inflation. Whether this comes to pass, we don’t pretend to 


know. However, we do agree 100% 


Dexter Keezer, who just the other day reported: 

“In order effectively to meet the demand for goods here and abroad, 
American business will need, within a few years, more and vastly more 
efficient plant and equipment than it has today. Now is the time to get started 
on the installation of this cost-cutting equipment before the march of inflation 
resumes again. Now certainly is the time to step up research and develop- 
ment, for ways to produce more goods at lower cost.” 

There is more behind Mr. Keezer’s admonition than the dollars and cents 
sign. To keep your company in a competitive position for tomorrow’s market, 
you have to both plan and purchase. Purchases you advocate today can give 
your company a competitive advantage five years from now. 

It’s easy to sit back and accept every management opinion. It takes a 
thinking executive, though, to appraise management policies and to urge 


amendments to shortsighted edicts. 


with McGraw-Hill’s chief economist, 


Cost cutting can be good, and it also can be disastrous. Cost cutting is 
good only when it is done intelligently without injury to short term or long term 
growth. It is relatively easy to appraise the short term purchases picture. It 
is the long term picture on which management needs help—your help. 

As Mr. Kreezer put it, firms that take action now, “are the ones that will 
be on the list of 100 most profitable companies in 1965.” 

Obviously there are more answers to the question, “Why should my 
company spend money now?” But not one goes more directly to the heart 


of the matter. 
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Your Follow-Up File 


Pioneer in Group Shipping 


Easton, Pa. 

Your March 31 issue on page | car- 
ried a story “Industries Organizing To 
Cut Shipping Costs” that was quite in- 
teresting although the idea is not very 
new. 

We have been doing this on a lim- 
ited scale for two years but are now 
expanding. We have been instrumen- 
tal in forming the Lehigh Valley Ship- 
pers Association, Inc., which is a non- 
profit organization open to all indus- 
tries. Full advantage of the savings 
possible in a group of this kind can 
only be possible if there is no limita- 
tion as to the type of commodity 
shipped. 

There are many question still un- 
answered and many problems to be 
solved in the formation of these non- 
profit groups. I feel the best way and 
also the easiest way would be to form 
a national organization of nonprofit 
shipping groups for the exchange of 
ideas. Not only would each group 
belonging to the national get new ideas, 
but each group or association could 
act for other member associations as 
agents or consolidators thus giving in- 
dividual members savings in inbound 
as well as outbound shipments. Greater 
savings would be affected especially 
if leased equipment is used, as we are 
doing. 

Perhaps another article in PURCHAS- 
ING WEEK or a reprint of this letter 
might get the ball rolling. 

Incidentally, I missed the article 
which appeared in the Jan. 20 issue 
(“If You’re a Little Guy, This May 
Help Cut Freight Costs,” p. 7). May 
I have a reprint of it please. 

Thanks a million. 

J. A. Holzer 
President 
Sylvan Sweets Co. 


Favors General Education 


Greensboro, N. C. 

It was gratifying to read your edi- 
torial, “Education—Purchasing’s Need 
Today” (March 24, p. 10). The in- 
creasing recognition of the function 
by colleges and universities and any- 
thing that can be said to promote the 
expansion of formal academic courses 
in purchasing is to be desired. 

In keeping with the growing realiza- 
tion of the need for a reappraisal of 
our entire American educational sys- 
tem, however, I believe you are plac- 
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ing too much emphasis on the value 
of so-called complete purchasing 
courses or undergraduate majors in 
purchasing. 

Four to six years in college or uni- 
versity at an early age, and with lim- 
ited knowledge and experience with 
respect to our industry and economy, 
at best can give a man only the desire, 
techniques, and habits of study and 
learning to enable him to grow in pur- 
chasing or, for that matter, in any 
other field of endeavor. 

It seems to me that the brief period 
of formal education can best be de- 
voted to broader and more general 
subjects—history, literature, philoso- 
phy—with specialization, in most 
cases, held to a minimum or deferred 
for postgraduate study. 

I speak from long experience and 
interest in purchasing education, fol- 
lowing a technical or scientific univer- 
sity degree. I have been in industrial 
purchasing since 1924 and in recent 
years have trained a number of ap- 
prentices and buyers. 

I have found in the majority of in- 
stances, that the college graduates hav- 
ing the most evident qualifications (as 
listed by Dr. Frederick J. Gaudet in 
his excellent article in the same issue 
with your editorial—*P.A.’s Are Top 
Management Material,” p. 8) are those 
who covered broad general subjects. 

They are also generally the most 
likely to continue their education on 
the job, in their homes, and in their 
communities —for education is a 
never-ending endeavor with death the 
only diploma. 


James M. Berry 
Purchasing Agent 

Vick Chemical Co. 
Manufacturing Division 


Wants More Copies of Article 


St. Louis, Mo. 

This is in reference to your Feb. 24 
issue, page 13 article entitled “At Em- 
erson Electric Co. Suppliers Are Lim- 
ited To 2 for Each Product.” 

Since this publication we here at 
Emerson have been receiving quite a 
bit of comment from our daily visitors 
regarding this matter and we would 
appreciate it very much if you could 
possibly supply us with an additional 
20 or 30 copies of this article. 

L. A. Dahlheimer 

Director of Purchases 
Electrical Division 
Emerson Electric Mfg. Co. 
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PURCHASING WEEK Asks You .. . 


Do you feel savings effected in purchasing should be 
brought to management's attention and how? Or do you 
feel such savings are just part of a P.A.’s responsibilities? 


Question from: Norman Deutschman, Purchasing Agent 
Paisley Products Inc., New York 


Harold A. Berry 
Rock Island Lines, Chicago 


B. C. Thibadeau 
General Paint Corp., San Francisco 


“Savings in purchasing should be brought to man- 
agement’s attention. This is one of the few ways 
the effectiveness of the purchasing function can be 
gauged. Probably the saving of one dollar at the 
point of purchase is as important as a $10 sales. 
We put out a purchasing report to management 
listing monthly savings and also any losses we have 
received because of adverse market movements or 
other factors. Management should see the whole 
picture. We feel reports to management should 
be brief, specific and very factual.” 


How to Get More Out of Purchasing Week 


Reading Should Be Profitable for P.A.s 


When the editors of PURCHASING WEEK 
were deciding on the content of the maga- 
zine, one of the departments considered a 
“must” was the one concerning new lit- 
erature of value to purchasing executives. 

The headline selected for this depart- 
ment, “Profitable Reading for P.A.’s,” re- 
flects the attitude of the editors toward 
such reading. Further reflection is 
brought out by the subhead, “Reading 
Maketh a Full Man.” The editors have 
hope that this will inspire purchasing ex- 
ecutives to become men full of knowledge 
of their businesses and profession. 

Naturally the P.W. editors believe that 
their own publication is profitable reading 
for purchasing men. But it covers so 
many industries that it is impossible to 
provide coverage in detail of every indus- 
try. This task is left to the magazine spe- 
cializing in the respective industries. 


Much of the task of reporting and ex- 
plaining changes in industries falls on 
books. P.W. editors review books from 
which they believe purchasing men can 
gain knowledge by reading. 

Manufacturers are a prolific source of 
literature. Some P.A.’s unfortunately take 
the attitude that literature so supplied is 
nothing but “junk.” The truth is that 
much of this material is well-written and 
expensively printed. 

Most of it goes far beyond the informa- 
tion carried in advertisements. Here one 
finds products, such as gears, isotopes, 
grind stones, drills, stainless steels, plas- 
tics, etc., treated in a manner worthy of 
college engineering textbook. They are 
worth a place on the reference shelf of a 
purchasing executive. Best of all most of 
them are available free or for a small 
charge. 


“The procurement of materials and services in 
adequate quality, at the best possible price, is 
probably the main function of purchasing. How- 
ever, the ability and imagination of certain individ- 
uals in purchasing help them to procure savings that 
are not always available to competitors. By all 
means such savings should be made known. Norm- 
ally this type of information could be part of the 
monthly purchasing department report to manage- 
ment in which such achievements as well as prob- 
lems would be incorporated.” 


&, 


J. P. McManus 
GMC Truck & Coach 
Corp., Pontiac, Mich. 


Division, General Motors 


“Everyone is expected to purchase at the best 
price. However, when savings result from the 
buyer’s use of imagination, ingenuity, or unusually 
intelligent approach to a situation, I believe this 
should be reported. We thus can grant recognition 
to the buyer and the information can be used as an 
example of how to improve our purchasing tech- 
niques. We usually prefer to report such incidents 
informally to the general manager, or in a meeting 
where the general subject is being discussed.” 


Ken Halverson 
Ford Division Assembly 
Hapeville, Ga. 


Plant, Ford Motor Co., 


“Yes, such savings should be brought to manage- 
ment’s attention, because in our hard goods line, 
material costs these days represent in the neighbor- 
hood of 55 to 60 cents of every revenue dollar. I 
think the story can best be told to management by 
relating savings in purchasing directly to the cost 
of the product produced. Savings in material costs 
reflect a lower price at which the end product is 
produced and sold and thus reflect in the sought- 
alter result known as profit.” 


& 


sticks tight even at 


W. A, Keller 


P.:ker-Hannifin Corp., Cleveland 


Such savings should be brought to management’s 
aticntion. Real savings are those resulting in over- 
al’ savings in the manufacture of a product 
Co ipared with a legitimate and accurate estimate. 

example: 1. A decrease in cost of parts or mate- 
‘ as compared with the previous buy, quantities 
ng the same. 2. A decrease in the cost of manufac- 
lower 
ough the raw materials are slightly higher in cost 
‘nN Originally. These savings are part of purchas- 


luring—better tool life, 


Nes normal responsibility.” 
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Gerdes W. Rice 
Lone Star Gas. Co., Dallas 


“What is true with respect to production and 
sales seems also to be true of purchasing—manage- 
ment is entitled to be kept fully informed of results, 
whether favorable or unfavorable. Management 
can best be informed of savings I believe through a 
Specially prepared typewritten report furnished peri- 
odically by the purchasing agent. Just as important 
and productive to purchasing are the collateral 
benefits presented through the very mechanics of 
preparing, reviewing, and furnishing the report.” 


as 


scrap rate—even 


* Oficial reading — New York, February 18, 1958 


it has to be COLDPROOF 


Blue Ribbon Tape 


THE LIGHTNING SEAL, ODORLESS GUMMED TAPE 


with exclusive Renacel’ adhesive 
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See your paper distributor or write Dept. PW-4 


HUDSON Pulp & Paper Corp. 


477 Madison Avenue, New York 22, N. Y. 


**a product of Hudson research 


11 


achieved. 


Expenditure, and what special 
have to be considered? 


Storage and Control of Stock 


fer to see in operation. 
trol Department is responsible 


Production Departments. 


tities only. 


Purchasing Principles and Practice 

Purchasing the “right quality” is of 
prime importance. Discuss the aspects 
of quality determination and how it is 


How would you prepare a Budget of 


You are the Stores Officer for a com- 
pany manufacturing heavy engineering 
products, usually to customers’ indi- 
vidual requirements. State what basic 
system of stock control you would pre- 


Buyer. In others, to the Accounts or 
Discuss (a) 
The advantages of the various systems, 
and (b) the implications of having the 
Stores Section of the Accounts Depart- 
ment keeping the stock values, and the 
Stock Control Department, the quan- 


Can You Pass This Examination?.. . You 


Raw Materials (Economic and Geo- 


graphical Survey) 


following: Lead, Copper, Tin, Zinc. 

Locate the chief centers of iron and 
steel manufacture in the U.S.A., and 
explain why such industry has grown 


factors 


up in each area. 


make a commercial 
ible at law? 


In some organizations the Stock Con- 


to the 


there any disadvantages? 


Write an account of the production 
and consumption of any three of the 


FINAL Final Diploma of the P.O.A. 


Should If You Have Taken These Courses 


Legal Aspects of Purchasing 
Transport Aspects of Purchasing 
Management—Principles 


Legal Aspects of Purchasing 
What conditions have to be fulfilled to 
contract 


Distinguish between: (a) Mistake, (b) 
Misrepresentation, and (c) Fraud. 


Transport Aspects of Purchasing 
What are the principal subjects on 


enforc- 


ment 


which cooperation between the Pur- 2. The Nature of Management 7 
chasing Officer and the Traffic Manager : 

is desirable in a large industrial organ- Part B—Background Subjects ‘ 
ization engaged on heavy production? 1. The Economic Aspects of Indus- 3. 
Describe the advantages toa firm of try and Commerce 

the ownership of a private siding. Are 2. The Legal Aspects of Industry 4 


1. Purchasing Principles and 4. 
Practice 5. 
2. Raw Materials (Economic and 6. 
Geographical Survey) f 


Part A—Introductory Subjects 


1. The Evolution of Modern Indus- 
trial Organization and Manage- 


3. Storage and Control of Stock 


Management—Practice 


INTERMEDIATE Common Intermediate Certificate in Management Studies, 
accepted by the Purchasing Officers Association as evidence that students are 
read to study the specialized purchasing subjects included in the Final Exam- 
ination of the Association. Normally a three-year course. 


and Commerce 


3. The Psychological Aspects of In- 


Financial Accounting and Cost 
Accounting 

Statistical Method 

Work Measurement and Incen- 
tive 

Office Organization and Method 


dustry and Commerce 


Part C—The Tools of Management 


British P.A.s Pass Exam to Join Their N.A.P.A. 


Purchasing agents in Great 
Britain are but one step removed 
from the coveted professional 
license. This status is largely due 
to the educational scheme of the 
Purchasing Officers Association. 
Knowledge of this scheme should 
be of interest and value to all in 
this country who are concerned 
with purchasing education. 

The Purchasing Officers Asso- 
ciation is equivalent to the 
N. A. P. A. in this country. Pres- 
ently, they have 4,800 members 
(4,000 members and 800 stu- 
dents), in 42 branches or groups 
in the United Kingdom and over- 
seas. Buyers’ interest in the as- 
sociation is shown in recent rapid 
growth. Formed in 1931, mem- 
bership in the association, at the 
end of World War II, totalled 500 
members with branches in eight 
centers. Their education scheme 
was started in 1947. 


Conducts Annual Conference 


As does the N. A. P. A. in this 
country, the British Association 


conducts an annual National 
Conference. Regional confer- 


ences are regularly featured in 
the association’s calendar. In 
1950 the “Minibition” (industrial 
exhibition) was introduced as an 
educational feature of these con- 
ferences and is now established 
as an annual event. 

But it is the educational work 
of the Association that is most 
Significant. Educational require- 
ments, or equivalent in experi- 
ence, are an actual condition of 
individual membership and 
largely determine class of mem- 
bership. There are four member- 
ship categories: 

Full Member. Shall not be less 
than 28 years of age at the time 
of his election. Must be engaged, 


12 


as his principal occupation, in a 
purchasing or buying capacity, 
and have performed such duties 
for at least five years past, unless 
specially exempted by the Coun- 
cil. Must not be engaged in sales, 
and must satisfy the Council that, 
“he is a fit and proper person to 
become a Full Member . . . both 
in respect of his own character 
and in respect of the duties he 
performs.” And, “shall have 
passed the Association’s Inter- 
mediate and Final Examinations, 
unless exempted by the Council 
therefrom.” Applicants may 
claim exemption from the Asso- 
ciation’s examinations on_ the 
grounds of age or possession of 
other comparable examination 
qualifications. Applicants who 
have not passed the examination 
are not normally considered for 
Full Membership until they are at 
least 35 years of age. 

Associate Member. Similar to 
Full Membership requirements 
except that he shall not be less 
than 25 years of age, and only 
three years experience required. 
Without exam minimum age for 
an Associate Member is now 34 
years old, and is being raised one 
year in the next two years until 
minimum age of 35 is reached. 

Graduate. A person who has 
passed the Intermediate and Final 
Examinations of the Association, 
but is not eligible for election as 
a Full or Associate Member. 

Registered Student. “Shall have 
commenced or shall have satis- 
fied the Council of his intention 
to commence a course of studies 
with the object of obtaining the 
Association’s examination qualifi- 
cations. He must also be pro- 
posed for admission by a Full or 
Associate Member or by the prin- 
cipal of the school where he is 


studying. He must also qualify 
on a personal fitness basis. 

P. O. A. has undertaken their 
education plan to fulfill a princi- 
pal Association objective: “To 
improve and elevate the technical 
and general knowledge of persons 
engaged, or about to be engaged, 
as Purchasing Officers.” 

Follows Ministry Plans 

The Association’s courses fol- 
low closely a Management Edu- 
cation Scheme recommended by 
the Ministry of Education. Under 
this scheme a number of man- 
agement associations adopt a 
common Intermediate Course for 
three years duration, followed by 
a two-year final course in their 
Own special subjects. 

Intermediate courses are held 
at technical and commercial col- 
leges throughout the country. 
Final course classes are held in 


Voice From 
“Down Under” 


In October 1957, 160 
members of the Australian 
Purchasing Officers’ Associa- 
tion outlined a _ proposed 
Course on Purchasing to be 
Started during 1958. Three- 
hour classes are given a night 
a week for 12 weeks. Subject 
matter will be similar to the 
English P,O.A. courses. Aus- 
tralian P.A.’s were assured of 
a “great deal of home- 
work.” Subjects will be taught 
by the regular staff of Syd- 
ney Technical College’s 
School of Management. 


Purchasing Week 


various colleges where number of 
students are sufficient to justify 


their formation. Students may 
also take either course by cor- 
respondence. 


Examinations are given stu- 
dents by individual colleges sub- 
ject to evaluation by the Associa- 
tion. External examinations (not 
taken at college) are arranged by 
the P. O. A. itself for students 
who study by correspondence or 
privately. Students are urged to 
Start the intermediate course at 
about age 20. 

Exemptions from course re- 
quirements are granted to a num- 
ber of qualified persons including 
graduates of Universities in the 
United Kingdom. Also exempt 
are those who have passed the 
final examinations of Institute of 
Chartered Accountants and sim- 
ilar bodies, as well as holders of 
higher National Certificates. 

In addition to these regular 
qualifying courses, the Associa- 
tion has recently introduced a se- 
ries of Senior Buyers’ courses. As 
stated in an Association booklet, 
these courses are, “intended to 
give senior buyers . . . the oppor- 
tunity of studying the various 
aspects of their functions, in com- 
pany with others of similar expe- 
rience drawn from wide a 
cross-section of industry as 
possible.” 

These senior sessions include 
lectures, discussions, and case 
histories. They are similar to our 
buyers’ trade group meetings and 
the purchasing sessions held by 
local purchasing groups, AMA 
and others. 

J. R. Blinch, P. O. A. Secre- 
tary, told PURCHASING WEEK, 
“As expected, progress was rather 
slow in the early years because it 
is difficult to persuade students to 


as 


commit themselves to such a 
thorough course of study when 
the qualifications at the end of it 
carries no known standing. 

“However, we were successful 
in persuading a body of pioneer 
students to take the plunge, and 
in the last few years growth in 
the student body has been in- 
creasingly rapid as industry has 
become more and more aware of 
the worth of the qualifications.” 

On the purpose of the plan, 
Blinch says, “We are trying to es- 
tablish our organization as a fully 
professional body comparable to 
those catering for the other func- 
tions of industry, (e.g., engineer- 
ing, accountancy, etc), by making 
membership depend upon posses- 
sion of our examination qualifica- 
tions as well as practical expe- 
rience.” 


Runs Employment Service 


Besides the innovations in edu- 
cation, the English P. O. A. has 
others. It has an employment 
service—“Appointments  Regis- 
ter’—-where members may regis- 
ter for change in employment. 
Prospective employers are in- 
vited to submit details of purchas- 
ing vacancies in their companies 
to this licensed bureau. 

The Association also publishes 
a weekly supply news service 
(Purchasing Bulletin) and 4 
monthly Purchasing Journal sim- 
ilar to the regional purchasing 
magazines in this country. 

Control of the Purchasing 
Officers Association is centered 
in a National Council. But each 
local branch has its own commit 


tee responsible for arranging 
meetings and social functions. 


Official visits by the Association 
are paid to many of the industrial 
exhibitions and trade fairs. 
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Smaller appliances, now free from 


Bto SO% 


§ Inc., also contains reductions on 


) ‘kcinst two rubber companies last 


§Da\ton Rubber Co., invited in to 


Trade Fair Set 
At Huntington 


Huntington, W. Va.—A giant 
ved trade fair will be held here 
June 17-19, but nothing will be 
ered for sale. Purpose is to 
jow Off products to interest the 
local industry in contracting for 
work. 
The fair, dubbed “exhibit of 
business Opportunities,” is part 
{ the federal government’s pro- 
opam to stir up work in hard 
oressed labor areas. The Depart- 
ment of Defense will exhibit some 
the $21 billion worth of hard- 
ware and soft goods it buys an- 
nually. Also, it will have on dis- 
play the latest equipment require- 
ments in the missile, space satel- 
lite, and nuclear reactor fields. 

[he Defense Department alone 
is spending some $150,000 on the 
Huntington show. In addition, 
some 300 major manufactur- 
ing firms—automobiles, chemical, 
electronic, etc.—have signed for 
displays. Companies interested in 
space can contact the Huntington 
Chamber of Commerce. It has 
over 100,000 sq. ft. of show space 
available now, more can _ be 
pressed into use, 

- Four smaller such shows were 
held by the Department of De- 
fense last year, but the Hunting- 
ton show will be the biggest to 
date. Plans are to hold a similar 
show on the West Coast this fall. 

Results of these shows are hard 
to tabulate, but the Pentagon says 
that thousands of dollars worth 
of contracts were placed at the 
previous exhibits. 


s 


Mail Order Firms Cut 
Catalogue Articles Tags 


Chicago—Further cuts in mail 
rder catalogue tags have been 
announced by two major firms. 
[hey cover prices on numerous 
and varied articles in the spring 
sales books of the two firms. 

[wenty thousand items in the 
Montgomery Ward and Co. cat- 
dlogue came in for cuts averaging 
13 Major appliances reduc- 
tions range from $10 to $70. 
“fair trade” restrictions, are down 

25% from the previous cat- 
(logue. 

Soft goods as well as drugs, 
toys and jewelry were reduced up 
in some Cases. 

[he spring catalogue of Alden’s 


umerous items. They range to 
20% on certain home fur- 
ing items. 

\lden also announced an eas- 

of the terms on credit up to 
The monthly charge on a 

S40) credit has been dropped from 

SS to $4. 


Ins 
S41) 


Justice Department 

Settles Two Suits 
‘Vashington—The department 

istice settled an antitrust case 


the same day it filed the 
B. F. Goodrich Co. and 


tiate before the case was 
Signed a consent decree end- 
vhat the government charged 
been a conspiracy to allocate 
d markets and restrain new 


petition in the manufacture 
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and sale of chemical process 
sponge rubber products, used 
widely as a cushioning material. 

Named as co-conspirators in 
the case were two English firms 
and Josef Anton Talalay, inventor 
of a freezing process to make 
foam rubber. The government 
charged, among other things, that 
the two American firms conspired 
with the English companies to use 
basic patents to control markets 
and exclude new domestic manu- 
facturers. The consent decree en- 
joins the conspiracy and requires 
the companies to license certain 
patents to any applicant on terms 
as favorable as those now con- 
tained in existing license agree- 
ments. 


Consumer Borrowing 
Drops by $435 Million 


Washington—Consumers are 
cutting down on their borrowing. 
New government figures show 
that installment debt in February 
dropped by $435 million. Part 
of the drop was seasonal. But 
experts figure about $166 million 
of drop was due to non-seasonal 
reasons. 

The decline is primarily due to 
lower sales of autos and other 
consumer durable goods. Further 
details are shown in the table 
which gives detailed data on con- 
sumers’ goods for the year ended 
Feb. 28, 1958. 


Increase or decrease 


call 


your local 
industrial 
distributor 


in a production bind. 


it pays to buy from your local industrial distributor... 


during: 
Yr. ended 
. Feb.28 Feb. Feb. Feb. 28, 
Type of Credit 1958 1958 1957 °58 
Installment credit, total........: 33,302 435 80 1,814 
Automobile paper 15,122 204 22 690 
Other consumer goods 
eee Soo bks 80%) 8,277 222 145 117 
Repair and 
modernization loans ...... 1,936 27 13 77 
. . 7,967 + 18 56 930) 
Noninstalment credit, total... .. 9,741 488 320 49] 
Single-payment loans ....... 3,542 28 + 7 269 
Charge accounts ........... 3,710 554 421 20 
a 2,489 38 27 202 
Total consumer credit......... 43,043 923 400 2,305 
Your industrial distributor is as close to you as your telephone. 
He provides regular and prompt delivery from stock ... fre- 
quently the same day as the order is placed. Diverse items from 
distant manufacturers all arrive at the same time. His 24-hour 
emergency delivery service guarantees that you’ll never be caught 
A McGRAW-HILL PUBLICATION 
13 
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DAVID S. GIBSON 


Worthington Elects 
Gibson Vice President 


Harrison, N. J.—David S. Gib- 
son has been elected vice presi- 
dent, purchasing, effective May 
1, by Worthington Corp. Gibson 
will succeed John J. Summersby 
who is retiring after 42 years with 
the firm. 

Thomas F. Griffin, purchasing 
manager of company’s Holyoke 
(Mass.) Division will move into 
Gibson’s post, general manager of 
purchases. 

Gibson joined the firm in 1924 
and has served as salesman, mer- 
chandising sales manager, man- 
ager of priorities during World 
War II, general sales assistant and 
as general manager of purchases 
since 1953. He is president of the 
Purchasing Agents Association of 
New York. 


THOMAS F. GRIFFIN 


J. R. Hallock, who had been 
general purchasing agent of Ford 
Motor Co.’s former Edsel Divi- 
sion, has been appointed Conti- 
nental and Lincoln planning man- 
ager for the firm’s new M-E-I 
Division, Dearborn, Mich. 


Carl R. Hall has been advanced 
to manager of Allis-Chalmers In- 
dustries Group district sales office 
at Rockford, Ill. 


John P. Jansson has joined the 
Aluminum Division of Olin 
Mathieson Chemicals Corp., New 
York, as manager, architectural 
sales. ; 


John I. Masters has been 
assigned to Beverly Hills, Calif., 
offices as Western Division sales 
manager by Park Nameplate Co.., 
Inc. 


Robert W. Grady has taken the 


post of standard products sales 
manager with Hartford Machine 
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Screw Co.. division of Standard 
Screw Co. 


O. P. Carter has been elected 
president of the Midwest Piping 
Co., Inc., St. Louis, succeeding 
Eric A. Kerbey, who died. 


Leon Seldin has been named 
assistant sales manager of the 
Instrument Division, Allen B. Du 
Mont Laboratories, Inc., Clifton. 
N. J. 


William B. Cott has been ap- 
pointed northeastern — regional 
manager for Westinghouse Elec- 
tric Corp.’s Air Conditioning 
Division and will headquarter in 
New York. Walter L. Hunken has 
been made middle Atlantic re- 
gional manager and will work out 
of Staunton headquarters. 


Raymond P. Heid succeeds 
J. C. Vandermast, who resigned, 
as sales manager for Pittsburgh 
Nipple Works, Inc., Pittsburgh. 


Heid had been assistant sales 
manager. 
John D. Moran has_ been 


named director-procurement pro- 
gramming for Chrysler Corp., 


Detroit, reporting to Emlyn 
Lloyd, director of purchasing. 


Moran will be responsible for 
administering the procurement 
programming, timing, engineering 
coordination, and technical serv- 
ices activities of the purchasing 
department. 


QO. Franklin Frost has been 
made equipment sales manager 
for AC Spark Plug Division of 
General Motors, Flint, Mich. 
Frost succeeds K. K. McGarvey, 
who is going on special assign- 
tient before retiring in September. 


Phillip Hall has been advanced 
to manager of industrial sales by 
A. Schrader’s Son Division of 
Scovill Mfg. Co., Inc., Brooklyn. 


Frederick J. Close has been 
appointed general manager of the 
Sales Development and Commer- 
cial Research Divisions of Alu- 
minum Co. of America, Pitts- 
burgh. 


James F. DeBoer has been pro- 
moted to assistant manager of the 
Chicago sales district by Seiber- 
ling Rubber Co. H. L. Baum- 
gardner Jr. has been named dis- 
trict truck tire specialist. 


Samuel P. Hull has taken the 
post of sales manager with H. K. 
Metalcraft Mfg. Corp., New 
York. 


District sales areas have been 
consolidated into four geo- 
graphical regions by Hyster Co., 
Portland, Ore. The following 
managers were appointed: John 
B. Hall, eastern regional; Jack 
Greer, midwest regional; Donald 
Shaffer, western regional; and 
Robert W. Hill, southern regional. 


John K. Rudd has been ad- 
vanced to manager, Custom Prod- 
ucts Division, by Richardson Scale 
Co., Clifton, N. J. William R. 
Runo and Samuel M. Dix have 
been made managers, Standard 
Products Division and Resale 


Products Division respectively. 


Clarence A. Stone has taken 
the post of district manager, com- 
mercial sound products in the 
Illinois area with the Special 
Products Division of Stromberg- 
Carlson. 


Charles M. Beeghly has been 
elected executive vice president 
of Jones & Laughlin Steel Corp., 
Pittsburgh. 


Arthur F. Meyer has been pro- 
moted to Cleveland district sales 
manager for Kaiser Aluminum & 
Chemical Sales, Inc. 


GORDON M. SHIMER has been 
appointed director of packaging, 
E. R. Squibb & Sons, division of 
Olin Mathieson Chemical Corp., 
New York. He joined the firm’s 
purchasing department in 1947 
and had been responsible for 
purchase of packaging machin- 
ery. 


CHARLES E. REASONER 


Reasoner Promoted 
To Purchasing Agent 


St. Louis—Charles E. Rea- 
soner succeeds S. A. Hayden, who 
retired, as purchasing agent for 
the Missouri-Kansas-Texas Rail- 
road Co., with headquarters at 
Denison, Tex. 

Reasoner joined the firm in 
1925 as a locomotive crane fore- 
man and since March 1957 has 


served as assistant purchasing 
agent. 
Hayden became purchasing 


agent in 1939; he had been with 
the firm 46 years. 


Obituary 


Buffalo, N. Y.—Raymond G. 
Clements, 45, purchasing agent 
for Dymac Inc. died March 25 
in Veterans Hospital. Clements 


This Changing Purchasing Profession. . . 


Petroleum Co., Dallas, Tex., looks 


—_——§A P.W. Profile 


Dallas—If you happened to meet 
John Guynes at his farm on a 
weekend, you might find him 
branding a bawling whiteface calf 
or riding through the fields to see 
how the feed crop was coming 
along. The rugged work clothes, 
Stetson hat and the tanned face 
lined from wind and sun would 
convince you that here was a 
typical Texas rancher. 


Guynes Is Businessman 


It would be hard to picture 
Guynes as a businessman who five 
days a week sits behind a pol- 
ished mahogany desk directing 
purchases of some $100 million 
annually and heading a purchas- 
ing and materials department of 
175 employees, but that is how 
most people see him. 

John R. Guynes is Purchasing 
Agent for the giant Magnolia 
Petroleum Co. in Dallas and on 
March 12, he celebrated his 35th 
anniversary with the firm. 


Loves Country Life 


A lover of country life and 
good horsetlesh, Guynes 25 years 
ago bought a farm in a sparsely 
settled area some 40 miles from 
Dallas. It is still sparsely settled. 
“At night you can’t see another 
light, we’re so isolated,” Guynes 


says. “There’s no traffic, either, 
though we have a good all- 


weather road and the place is 
easily accessible.” 

Guynes’ 550-acre farm has a 
small, comfortable, unpretentious 
home, and he spends every week- 
end possible there. 

“This is a ‘poor man’s farm’ 
not the romantic, spectacular lay- 
out people are accustomed to ex- 
pect of an oil man’s farm,” 
Guynes says. 

Guynes didn’t buy the farm 
with the idea of retiring to it. “If 
you wait to retire to enjoy your- 
self, you may never get to. I be- 
lieve in enjoying myself as I go 
along.” 

He adds, “TI like to stay in work 
clothes as much as I’m able.” 
Guynes rides every weekend on 
one of his four registered quarter 
horses. He raises row crops and 


had been with the firm 17 years. 
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LOOKING LIKE A COWBOY, Guynes, purchasing agent for Magnolia 


over finely-tooled saddle. 


Guynes, Dallas Purchasing Agent, 
Enjoys Weekend Cowboy Duties 


~ 


5 whiteface cattle which he 
helps to brand, mark and vac- 
cinate. Most of the actual farm 
work is done by two caretakers 
who have lived on the place for 
more than 20 years. 

“After my time is my own, I'l] 
probably spend a week or two at 
a time on the farm rather than 
just weekends,” Guynes says. 
“but I plan to remain in Dallas.” 

Guynes’ second love is base- 
ball. “When I was a youngster | 
crazy about baseball | 
would rather have been a Big 
League ballplayer than be presi- 
dent of the United States,” he 
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says, “I played varsity ball all 
four years | was at Texas A. 
& M.” 


Graduate of Texas A&M 


Guynes graduated from Texas 
A & M with a degree in textile 
engineering, which in those days 
meant cotton engineering. He 
went to work for a cotton mill in 
Bonham, Texas, stayed there for 
one week, then quit to play pro 
baseball in the Texas-Oklahoma 
League. 

“Il wanted to get baseball out 
of my system while I looked 
around for something else,” he 
says. “I never got over the base- 
ball fever. But when I realized 
that I would never take Babe 
Ruth’s place, I gave it up fof 
good.” 


Lands Office Job 


Guynes’ next job — which 
lasted six months—was a rough- 
neck on a Houston Oil Compan) 
rig, then he went to work fot 
Magnolia in an office job. In 
1931 he went to work in the Me 
terial Department and was give? 
increasingly responsible positions 
until in 1953 he was named put 
chasing agent to replace the retil- 
ng agent. Guynes answers direct!) 
to management, and his depatt- 
ment buys everything from pape! 
clips to a ship or two each yeal 

Guynes is a long-time membe! 
of the Dallas Purchasing Agents 
Association and was its presidet! 
in 1953-1954. He also was n* 
tional chairman for the Petroleum 


cotton and has a herd of about 


Industry Buyers Group. 
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Meetings You May Want to Attend 


First Listing 
Notional Office Management Association—Con- 
ference and National Office Machinery and Equip- 
t Exposition, Conrad Hilton Hotel, Chicago, 
25-28. 
instrument Society of America—13th Annual In- 


e+ryment Automation Conference and Exhibit, 
convention Hall, Philadelphia, Sept. 15-19. 


Previously Listed 
APRIL 


American Society of Mechanical Engineers, Ma- 
chine Design Division—Design Conference and 
Engineering Show, International Amphitheatre, 
Chicago, April 14-17. 

American Welding Society—Annual Meeting and 
sth Welding Show, Statler Hotel, St. Louis, April 
14-18. 


American Welding Society—Annual Exhibit, Kiel 
Auditorium, St. Louis, April 15-17. 


Semiannual 


MORE SKILL 


EVERY HAND 
pe 


National Petroleum Association 


Vitalloy Forged 
COMBINATION 


Box and Open Head 


Doing Double Duty! 


Combining, loosening and setting down 
of stubborn nuts with one wrench. Same 
size opening on both ends increases 
speed on production lines... Billings 
wrenches have that fine balance which 
makes using them more nearly a pleas- 
ure, not a job... Drop forged from spe- 
cial analysis alloy steel, heat treated, 
and produced with the Billings quality 
control recognized by industry as the 
standard for today's critical require- 
ments... skilled hands like Billings! 


BUY "EM 
from your 


BILLINGS DISTRIBUTOR 


ILLINGS 


WRENCHES 


| SHOP TOOLS 


Since 1869 Tools and Forgings of Quality 


THE BILLINGS & SPENCER CO. 


HARTFORD 1, CONN. 
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Meeting, Hotel Cleveland, Cleveland, April 16-18. 


Association of Iron and Steel Engineers—Spring 
Conference, Dinkler-Tutwiler Hotel, Birmingham, 
Ala., April 21-23. 


Metal Powder Association— 14th Annual Meeting, 
Sheraton Hotel, Philadelphia, April 21-23. 


Architectural Metal Manufacturers—-20th Annual 
Convention, Shamrock Hilton Hotel, Houston, 
April 27-May 2. 


National Tank Truck Carriers—10th Annual Con- 
vention, Boca Raton Hotel and Club, Boca Raton, 
Fla., April 27-May 2. 


National Screw Machine Products Association— 
25th Anniversary Meeting, Drake Hotel, Chicago, 
April 30-May 3. 


MAY 


American Society of Tool Engineers—Too!l Show 
and 26th Annual Convention, Convention Center, 
Philadelphia, May 1-8. 


British Columbia International Trade Fair 
couver, B. C., May 1-10. 


Van- 


National Tool & Die Manufacturers Association— 


Spring Meeting, Statler Hotel, Washington, D. C., 
May 3-6. 


Air Conditioning and Refrigeration Institute—An- 


nual Meeting, The Homestead, Hot Springs, Va., 
May 4-7. 


National Welding Supply Association—14th An- 
nual Convention, The Americana, Miami Beach, 
Fla., May 5-7. 


American Mining Congress Coal Convention, 

Cincinnati, Ohio, May 5-7. 

American Public Power Association — Annual 

Meeting, New Orleans, May 6-8 

Western Air Conditioning Industries Association 
-Western Air Conditioning, Heating, Ventilating 

and Refrigeration Exhibit and Conference, Shrine 

Exposition Hall, Los Angeles, May 7-11. 


United States World Trade Fair — 2nd Annual 
Exposition, Coliseum, New York, May 7-17. 


American Material Handling Society — Western 
Material Handling Show, Great Western Exhibit 
Center, Los Angeles, May 8-10. 


American Steel Warehouse Association—Annval 


ee Riviera Hotel, Los Vegas, Nev., May 


National Association of Purchasing Agents—An- 


nual Convention, Conrad Hilton Hotel, Chicago, 
May 11-14. 


American Society for Metals Southwestern 


Metal Exposition and Congress, State Fair Park, 
Dallas, May 12-16. 


Electronics Parts Distributors Show—Conrad Hil- 
ton Hotel, Chicago, May 19-21. 


American Foundrymen’s Society—62nd Annual 
Convention and Exhibition, Public Auditorium, 
Cleveland, May 19-23. 


American Iron and Steel Institute—Annual! Meet- 
ing, Waldorf-Astoria Hotel, New York, May 21-22. 


American Management Association — National 


Packaging Exposition, Coliseum, New York, May 
26-30. 


Triple Industrial Supply Convention — 


Waldorf- 
Astoria Hotel, New York, May 26-28. 


~ JUNE 


National Industrial Advertisers Association — 
Annual Convention, Chase and Park Plaza Hotels, 
St. Louis, June 3-6. 


Canadian Association of Purchasing Agents—33rd 
Annual Conference, Queen Elizabeth Hotel, Mont- 
real, Quebec, June 8-10. 


Edison Electric Institute — 26th Annual Conven- 
tion, Convention Hall, Boston, June 9-12. 


National Materials Handling Exposition—Public 
Auditorium, Cleveland, June 9-12. 

22nd. National Oil Heat and Air Conditioning Ex- 
position—Coliseum, New York, June 9-12. 


National Association of Electrical Distributors— 


50th Annual Convention, Civic Auditorium, San 
Francisco, June 9-13. 


International Automation Exposition and Con- 
gress—Coliseum, New York, June 9-13. 


tion, Park Sheraton and Barbizon Plaza Hotels, 


New York, June 10-12. 
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American Society of Mechanical Engineers —Semi- 
Annual Meeting, Statler Hotel, Detroit, June 
15-19. 


American Association of Cost Engineers—Annual 
Meeting in cooperation with Case Institute of 
Technology, Cleveland, June 16-18. 


American Society for Testing Materials—Annual 
Meeting, Statler and Sheraton Plaza Hotels, Bos- 
ton, June 22-27. 


American Institute of Electrical Engineers—Sum- 
mer General Meeting, Buffalo, N. Y., June 22-27. 


Purchasing Agents Association of Hawaii—Hawaii 
Mid-Pacific Purchasing Seminar, Hawaiian Village 
Hotel, Honolulu, June 23-25. 


American Marketing Association — Annual Con- 


SEPTEMBER 


National Petroleum Association — 56th Annual 
Meeting, Traymore Hotel, Atlantic City, Sept 
10-12. 


Steel Founders’ Society of America—fFall Meet- 
ing, The Homestead, Hot Springs, Va., Sept. 
22-23. 


Asociation of Iron and Steel Engineers—Annual 
Meeting, Public Auditorium, Cleveland, Sept. 23- 
26. 


OCTOBER 


National Institute of Governmental Purchasing- 
13th Annual Conference and Product Exhibit, 
Hotel Statler, Boston, Oct. 5-8. 


Gray Iron Founders’ Society — Annual Meeting, 
Sheraton Park Hotel, Washington, D. C., Oct. 8-10. 


National Association of Purchasing Agents—6th 
District Purchasing Conference, Sheraton-May- 
flower Hotel, Akron, Ohio, Oct. 10-12. 


Oil Heat Institute of America—Annual Conven- 


vention, Harvard School of Business Administra- 


tion, Boston, June 24-26. National Electronics Conference—Hote! Sherman, 


Chicago, Oct. 13-15. 
National Association of Plumbing Contractors— 
National Plumbing Heating-Cooling Exposition, 
Pan Pacific Auditorium, Los Angeles, June 30- 
July 3. 


Purchasing Agents of Central lowa— Products 
Show, Veterans Memorial Auditorium, Des 
Moines, Oct. 15-16. 


Industry's No. 1 choice... 
the V-Belt with concave sides 


Here’s the reason: 
the concave sides of Gates V-Belts 
insure far longer belt life. 


Make this simple test. Bend a Gates V-Belt with 
coneave sides (Fig. 1) as if it were going around a 
sheave. Feel how the sides fill out... become per- 
fectly straight (Fig. 1-A). Note how this belt makes 
full contact with the sides of a sheave... grips the 
sheave evenly, distributing wear uniformly across the 
sides of the belt. Uniform wear lengthens belt life — 
keeps costs down. 

Now make the same test with a straight-sided 
belt (Fig. 2). Feel how the sides bulge out, (Fig. 2-AYy 
concentrating wear at the points shown by arrows. 
Uneven wear shortens belt life; increases belt costs. 


THE CONCAVE SIOE 
US PAT.NO.1813698 


Because Gates V-Belts with concave sides are so 
universally preferred, they are also the most widely 
available. There are Gates distributor stocks in indus- 
trial centers throughout the world. 


The Gates Rubber Company 
Denver, Colorado 
World’s Largest Moker of V-Belts 
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WITH A TENSILE STRENGTH of 240 Ib./in. (of width), tape is used to bind metal rods for 
storage or shipment. With flexible tape there is small chance of cut fingers. 


PATCHING damaged paper-bagged goods is done quickly with pressure-sensitive tape. 
can be used for strength and durable adhesion. Other high-strength tapes include rayon a 


PREVENTING gum-up of process rollers is task for this special silicon-coated tape. 
A 3-minute, $5 wrapping operation now saves l-hour, $200-roller replacement. 


How to Use Pressure-Sensitive Tapes 


The purchasing agent who can suggest new uses 
for pressure-sensitive tapes not only helps other de- 
partments but helps save money. Almost all manu- 
facturers of tape offer substantial assortment dis- 
counts if ordered at one time. 

Ten years ago tapes were temporary. Today they 


SEALING small boxes with clip of tape can be automatic 
with machine above. Pushing box over sealer activates it. 


16 


are used as permanent items in regular production 
of electric motors, airplanes, and even shoes. New 
machines have been developed for rapid application 
of this continuous material, with no need for start-up 
and shut-down procedures. 

New uses are also discovered daily in maintenance, 


PROTECTING finish of stainless steel sheet, wide widths of special masking 
paper tape are applied by this machine prior to fabricating operations. 


Purchasing Week 


material handling, and other industrial fields. Tapes 
of new backing materials of plastic, glass, and metal 
foil furnish strengths up to 500 lb./ in. width and 
temperature uses to 5O0F. 

From among more than 300 types of tape avail- 
able, the P.A. can find one for almost any purpose. 


TAPING cartons of all sizes can be 
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which needs no attendant. Operate 


hatba 
fibe 


MASKING castings before spray painting and high temperature baking is another use 


HOLDING production parts temporarily in place is a task for tape. In the above 
for tape. Special tapes capable of withstanding 500 F are available for this job. 


example rope flat back tape helps in striking a lease in a textile plant. 


auoV4a 


gu¥> Firm 9940 Her 


wiih 


ATING small parts in small spaces with backing materials PALLETIZING boxes or small cans is possible by 


MARKING truck routes is another use. The photo-electric eye of this 
ylar’’ gives tape production role for miniature items. binding top row together with a band of tape. 


robot truck ‘‘sees’’ and follows the white tape line through area. 
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Pecial machines like this one, 
P Only for reloading tape. 


BUNDLING heavy metal conduit in specified amounts is another use for automatic PACKAGING transistors like 
taping machines. Taped bundles are dumped on pallets after conduit is wrapped. 


machine-gun am- 
munition stores them for use in printed circuits. 
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agent is involved in such specialized phases of law as agency, 


tracts, and many others. 
These are terms which the new P.A. may find unfamiliar—but necessary. Recently at a pur- 
chasing conference at the University of Omaha, James J. Ritterskamp, Jr. (P.W., April 7, p 6) 
presented the attenders with a good check list for all P.A.’s in this involved phase of purchasing. 

Ritterskamp is not only vice chancellor for the business affairs at Washington University in 
St. Louis but is also a former lawyer. His check list, summarized below, therefore is a workable, 
practical check list for both new and old purchasing executives. 


Selecting Suppliers 


Why important? To obtain what we order 
when we want it and at the right price. 
To obtain a buyer-supplier relationship 
that lasts. To avoid violating any fed- 


eral or state laws. 


Things to check: 

Legal history and reputation of the 
firm—through attorneys, custo- 
mers, creditor-rating agencies. 

Ability to perform to contract— 
visit to plant, check labor record. 

Was material produced in compli- 
ance with: child labor laws? 

minimum wage? 
other labor laws? 

Was material sold in compliance 


with: Fair Trade? 
Robinson-Patman? 
Pure Food and Drug? 
state laws? 
Negotiation 


Why important? To recognize legal re- 


quirements as they arise. To 
supplier adapt our legal framework. 


Things to check: 

Are we negotiating on terms fa- 
miliar to us? 

Is the offer real? 

(Catalogs, ads are only invita- 
tions to trade, not offers.) 
(Salesmen have authority only 
to solicit invitations to do busi- 
ness. These must be transmitted 
to his home office for accept- 
ance or rejection.) 

Has the proper person of the sup- 
plier accepted or rejected our 
offer? 

Have we written evidence of this 

transaction? 
(Under Statute of Frauds any 
property not bought within a 
year or for above a certain sum 
is notenforceable unless _ in writ- 
ing. Check this amount in your 
State.) 

Have we revised our original re- 
quirements? 

If so, have we negotiated a new 
agreement? 

(By changing our requirements 
we have invalidated our original 
offer to buy.) 

Has the supplier submitted a new 
quotation on new basis? 

Has supplier agreed to and accepted 
change order? 


Type of Contract 


Why important? To make sure that 


have 


ef- 


fort spent in writing a purchase order 


obtains a valid contract. 
Things to check: 
Is the company correctly identi- 


fied as the principal and the pur- 
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chasing agent as the company 
agent? 

(Otherwise the P.A. may be per- 
sonally responsible for the con- 
tract or purchase order he signs.) 

Who is accepting the offer, our 
company or the supplier? 

(If supplier has offered to sell, 
our purchase order is the accep- 
tance if it complies with his 
terms. If it differs from sup- 
plier’s offer, it is a counter- 
offer and automatically rejects 
his offer.) 

(If the purchase order originates 
the procurement, it becomes an 
offer to buy and requires his ac- 
ceptance. Acknowledgement of 
an order is not enough. It must 
be accepted.) 

Have we specified number of days 
in which to receive acceptance? 
(Supplier can accept purchase 
order by delivery within stated 
time or by writing) 

Have we specified that laws of 
our state apply if dealing with 
supplier in other state? 

Are pre-printed terms, conditions, 
instructions on purchase order 
applicable in this purchase? 

Do they conform to state law? 

Have we called them to supplier's 
attention? 

By our silence have we left the 
contract open to misinterpreta- 
tion? 

Are all points of negotiation in- 
cluded in order or contract? 
Has supplier formally accepted by 

written reply? 

Is there any reason to check form 
of purchase order with company 
counsel? 


Quantity 


Why important? Contract is not legally 
defined unless total quantity involved 


is explicity stated. 


Things to check: 

Is the total quantity ordered stated 
in purchase order? 

Is it common practice in this in- 
dustry to accept over or under- 
runs? 

If our needs are exact, has this 
number been spelled out? 
Can the contract be interpreted as 
permitting partial deliveries? 
Have we included any critically 
needed item in an order with 

unrelated items? 

(The law may allow failure to 
deliver some items of a divis- 
ible contract.) 

If delivery is in_ installments, 
should I immediately protest a 
delivery shortage? 

(If not, by implication I permit 
him to make up balance in sub- 
sequent installments.) 


If this is a requirement contract— 


Are obligations for accepting 
goods and_ delivering them 


mutual? 

Have we stated a definite period 
for delivery? 

If our requirements change, will 
we be permitted to cancel the 
contract? 

Shouldn’t I ask for legal counsel 
in drafting this type of contract? 

By issuing a blanket order for pur- 


chases, will we jeopardize 
prompt delivery of needed 
items? 

Quality 


be protected by legal measures. 


Things to check: 


Have we set a standard for the 
product we are buying? 
(If supplier meets whatever 


standard we set, then he is not 
responsible for subsequent per- 
formance and adaptability. This 
is Our responsibility unless in- 
cluded in standard.) 

What is the best kind of standard 
to set: sample, brand name, 
catalog description, or market 
grade? 

If we have specified performance 
standard, does supplier fully 
understand how his product will 
be used? 

On an “as-is” purchase, have we 
made a careful inspection? 
(If not, we have no right to com- 
plain later.) 

Are the warranties made by sup- 
plier in writing? 

(Oral warranties are difficult to 
enforce.) 


Price 


must have a fixed 
price. Otherwise it is invalid. 


Things to check: 

Are discounts and transportation 
costs included in price? 

At what time does the discount 
period start—when sent or when 
I receive it in payable form? 

Do transportation charges include: 
delivery to our door? 
to nearest railroad siding? 
to carrier at supplier’s warehouse? 

Who determines applicable tariff 
rate? 

Have we specified minimum carload 
shipments? 

If more expensive routes are avail- 
able, have we specified the least 
expensive? 

If freight is prepaid, have we asked 
for copy of freight bill? 

Have all taxes been included in 
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Why important? Quality can and should 


Why important? To be valid, a contract 
or determinable 


Check the Legal Angle before You Buy 


It’s difficult to simplify the legal requirements of purchasing. In the average day the purchasing 
bailment, insurance, liens, con- 


price, or are they extra? 

On open order, have we asked for 
notification of price before ship- 
ment? 

On escalation clause contracts— 
Have we set an upper limit for 
escalation by either a fixed sum 
or a fixed percentage? 

What is the pre-agreed base for fig- 
uring any escalation? 

Does the contract give our company 
the advantage of any price cut? 

Have we asked supplier to notify 
us before shipment if contract 
reads “price prevailing at time of 
shipment?” 

(This will permit us to accept or 
cancel order before shipment.) 


Service 


livery and protection in transit. 


Things to check: 

Have we specified an exact delivery 
date? 

(If not, the supplier can deter- 
mine what he feels is a reasonable 
delivery time.) 

Have we called attention to need 
for prompt delivery by using 
“time is of the essence” or “de- 
livery must be on specified date?” 

Have we immediately protested any 

late delivery? 
(If not, our acceptance of deliv- 
ery after agreed date waives 
any claim we may have for dam- 
ages from this cause.) 

Where does title of shipment pass? 
(Remember: title passes when 
FOB terms are completed. 

If “FOB supplier,” title passes 
when delivered to carrier. 

If “FOB our plant,” supplier is 
responsible for safe transporta- 
tion and delivery to us. If “FOB 
buyer,” the carrier is our agent 
and title passes when goods are 
delivered to him.) 

Have we accepted by word or ac- 
tion goods shipped on approval? 
(If not, they still belong to sup- 
lier.) 

For goods shipped COD, have we 
the right of inspection after ac- 
ceptance? 

Is it possible for unauthorized per- 
sonnel to receive goods? 

(The supplier’s responsibility 
ends once goods are delivered to 
shipping room. Subsequent dis- 
appearance is our responsibility.) 


General 


Does our company counsel know 
purchasing procedures well 
enough to offer us practical ad- 
vice? (If not, we should explain 
them.) 

Is supplier doing business on our 
terms, not his? 
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Formica Corp. Changes 
standardizing Grades 


Cincinnati—Formica Corp., a 
subsidiary of American Cyana- 
mid Co., has announced a new 
solicy of standardizing grades of 

\inated plastics which the cor- 
poration will inventory. Formica 
will stock as in-process inventory 
certain grades of special process 
or treated materials which until 
now had to be ordered weeks in 
advance. 

The new policy also makes 
ivailable for general use, those 
orades of laminated plastics de- 
veloped for special customers and 
‘reserved’ under exclusive or- 
ders. 

Stocked industrial grades can 
be shipped to the customer within 
48 hours of receipt of order, and 
the in-process inventory will 
speed delivery time of special 
orades by six to eight weeks. 


Goodyear New Design 
Cuts Hose Shortening 


Akron, Ohio—A new develop- 
ment in hose design has been put 
into volume production by Good- 
year Tire & Rubber Co.’s North 
Chicago, Hl., plant. 

Conventional braided hose 
shortens in length under pressure 
as much as 18%, requiring 
longer-than-necessary lengths to 
be installed. With the Acala 
process, the danger of coupling 
“pull-off’ has been eliminated, 
according to the company. 


H&H Machine Develops 
Moving Coils Forms 


Norristown, Pa.—H&H Ma- 
chine Co., specializing in metal 
tubular parts, has developed com- 
pletely integrated production fa- 
cilities for volume production of 
moving coil forms for d’Arsonval 
valvanometers. 

Finished forms can be pro- 
duced in many sizes and 
shapes to customer specification. 
\nodizing techniques have been 
developed to coat the forms. 


White Motor Seeking 
Diamond T Inventories 


Chicago—Diamond T Motor 
Car Co. has been offered about 
S10 million by White Motor Co. 
lor certain assets, “primarily in- 
ventories and good will,” accord- 
ing to Diamond T’s statement to 
shareholders. 

(he main plant of Diamond T 
would be leased to White for a 
year with option to renew. The 
agreement includes White's as- 
sumption of Diamond T’s present 
Warranties on its products. | 


Exclusive Distributor 


Hazel Par, Mich. Edward 
lorres & Son, Brookfield, IIl., has 
been named exclusive world dis- 
'ihutor for Prenco Mfg. Corp.’s 
drum agitator. The agitator is a 
mi\ing device mounted in the 
threaded bung of a standard drum 
Ol taining the fluid mixture. 


Micromatic Sells Unit 


Milwaukee, Wis.—Micromatic 
Hone. Corp.’s Micro-Precision 
Division, Evanston, IIl., has been 
Purchased by  Allis-Chalmers 


April 14, 1958 


Mfg. Co. The machinery will be 
transferred to Allis-Chalmers’ 
plant at Harvey, Ill. The pur- 
chase included patents and equip- 
ment for producing fuel injection 
systems for diesel engines. 


Hesik Adds Facilities 
El Monte, Calif.—The Hesik 


Co., manufacturer of die-cast 
chrome nameplates, has acquired 
an additional 5,000 sq. ft. build- 
ing for silk-screen facilities to 
vrocess “Scotchcal” and reflective 
“Scotchlite” pressure - sensitive 
markings and emblems for indus- 
trial and aircraft use. 
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New Operation Begins 
At Smelting Facility 


Corpus Christi—American Smelt- 
ing & Refining Co., moves its first 
shipment of zinc alloys. The com- 
pany has just added refining and 
alloying facilities to its plant here 
to handle production of the entire 
range of zinc alloys. Previously spe- 
cial high grade zinc had _ been 
shipped to the various Federated 
Metals Division plants to complete 
all phases of alloying. The change 
has reduced zinc die cut prices, the 
firm reports. 


INFORMATION FOR PURCHASING EXECUTIVES 


about improved products and new services 


made possible by JU PONT CHEMICALS 


Bag stays strong despite load of melting ice cubes. The rea- 
son: it's made with paper treated with Du Pont Quilon® 
chrome complex. “Quilon” repels moisture 
from penetrating paper fibers. Other properties of paper remain 
unchanged. Many paper mills and converters now offer treat- 
ment with “Quilon” for many types of paper products. 


Grasselli Chemicals 


| sin 
.. . keeps water K. 1. du Pont de Nemours & Co. (Ine.) 

l Grasselli Chemicals Dept., Rm. N 
| Wilmington 98, Delaware 
| 
| ; ; te ' 
I'm particularly interested in the items checked: 
| (| Paper treated with “QUILON”, 
| UL] New anti-soil rug and upholstery shampoos. 
| NAME 

DU PONT 7 
l FIRM 
| 
| 
| 
l 


BETTER THINGS FOR BETTER LIVING.. 


» THROUGH CHEMISTRY 


New double-action “shampoos” 
clean and treat carpets and upholstery 
against resoiling in just one application. 
These shampoos contair Du Pont Ludox® 
colloidal silica, which prevents dirt from 
grinding into fibers . . . keeps it on the 
surface for easy removal. They're avail- 
able from janitor supply houses and _re- 
tailers. Commercial rug cleaners are using 
them for “in-place” cleaning. as well as 
for cleaning in their plants. 


of each. Yours for the asking 


ADDRESS_ 


CITY__ 
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Send for vour free copy of the new 
“INFORMATION FOR INDUSTRY” 


Specially prepared for purchasing executives ... on 14 
products and services, including names of manufacturers 


g... just fill out the coupon. 


-2533-P 


Please send me your new folder, “Information for Industry.” 


( }] Coremaking without baking. 


ERE are ways you can get extra value for your purchasing 

dollar. These modern products, which bring new safety 
and efficiency to your operations, are made possible by Du Pont 
Chemicals used in their production. 

The three shown here are examples of many new and im- 
proved products in which Du Pont Chemicals play a part. Ask 
your regular suppliers about them, or send the coupon below to 
get more information, including names of manufacturers from 


whom these products can be obtained. | 


Coremaking— without baking ordry- 
ing ovens benefit of a 
new Sodium Silicate —CO2 process. Con- 


is a foremost 


venient and simple, this process permits 
faster production of castings . . . requires 
less storage and operating space... has 
no objectionable fumes. Binders based on 
Du Pont Sodium Silicate, together with 
technical assistance in their use. are avail- 
able from several foundry supply houses. 
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Contour Projector 
With Movable and Fixed Table 


Model 14-6 contour projector embodies 
an interchangeable table system for tool- 
room and production line optical gaging. 
A few adjustments convert Model 14-6 for 
either production-line optical gaging or 
toolroom measurement. With measuring 
table in place, toolroom operator performs 
horizontal measurement of part. A series 
of six lenses from 10 to 100 power is 
available; one lens is required. 

Price: $1,975 (with fixed table); $2,985 
(with measuring table). Lens, $160. De- 
livery: 30 days. 

Eastman Kodak Co., Optical Gaging 
Products, Inc., 26 Forbes St., Rochester 
11, N. Y. (4/14/58) 


High-Speed Welder 
Automatically Controlled 


Innershield arc welds steel at speeds 
ranging up to 300 in. per minute. Inner- 
shield uses a flux-containing, coiled wire 
electrode that produces a vapor shielding 
for an open arc. No fluxing or shielding 
agents are added to the arc from external 
sources, all materials being integrally con- 
tained in the electrode. This elimination 
of externally applied flux and shielding 
agent, combined with the equipment’s 
control features and high rates of feed and 
speed, permits high welding speeds. 

Price: about $2,500. Delivery: immed- 
iate. 

Lincoln Electric Co., Cleveland 17, 
Ohio (4/14/58) 


Oscillating Cutter 
Cuts Steel Up to 4 In. Sq. 


Model 28 Sever-All unit has the capac- 
ity to handle solid steel up to 4 in. sq., 
6-in. angles, 8-in. channels and 4-in.-out- 
side diameter pipe or tubing at 90 deg. to 
axis. It also cuts brass, bronze, monel, 
aluminum, or any other hard material. 
Model 28 is equipped with a heavy-duty 
10-hp., 3,600-rpm. motor to provide a 
spindle speed of 2,450 rpm. Both portable 
and stationary models are available. 

Price: $1,489. Delivery: about 3 wk. 

American Chain & Cable Co., Inc., 
Allison-Campbell Div., Bridgeport 2, 
Conn, (4/14/58) 


B-Power Supply 


Uses Printed Circuits 


Model 300B wide-range B-power sup- 
ply, called B-Nobatron, utilizes printed 
circuits for lightness and compactness. It 
features parallel or series operation, ex- 
ternal sensing, excellent regulation and 
stability, and low ripple. It provides a 
regulated 0 to 300 v. dc, output and un- 
regulated 6.3 or 12.6 v. ac. filament out- 
puts, and is available in single or dual 
units in a cabinet or for rack mounting. 
Single or dual rack mounted types are 
834 in. high. 

Price: $225 (in cabinet); $210 (relay 
rack mounting). Delivery: immediate. 

Sorensen & Co., Inc., Richards Ave., 
South Norwalk, Conn. (4/14/58) 
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Carton Clamp 
With Side Shifting Device 


Carton clamp is used on Moto-Truc 
company’s line of walkie and ride-a-man 
counterbalanced fork trucks. Because the 
specially designed clamp arms are short 
and thin, they facilitate close-order stack- 
ing and easy maneuvering in confined 
areas. Side-shifting feature provides addi- 
tional flexibility by permitting pinpoint 
positioning of loads. Clamp is operated by 
a pair of double-acting hydraulic cylin- 
ders. Power is supplied by the same pump 
used to power lift and tilt. 

Price: about $3,500. Delivery: 6 to 8 wk. 

Moto-Truc, Inc., 1954 East 59th St., 
Cleveland 3, Ohio (4/14/58) 


Relief-Type Fitting 
Speeds Bearing Lubrication 


Relief-type lubrication fitting is avail- 
able for use on antifriction bearings in 
motors, machinery, pillow blocks, or any 
ball or roller bearing housing equipped 
with conventional relief plugs. Fitting fea- 
tures a flip-open cap for bearing lubrica- 
tion. Body of fitting is internally flared to 
allow free discharge of excess grease. RT 
fitting is manufactured for Y%-in. pipe 
thread openings now. A '4-in. fitting is to 
be introduced. 

Price: 62¢ apiece (1% in.); 85¢ (%4 in, 
when available). Delivery: immediate. 

Keystone Lubricating Co., 3100 N, 21st 
St., Philadelphia 32, Pa. (4/14/58) 


Portable Radiography Unit 
Can Be Used On Steel Welds 


Lightweight Model MG 100, is power- 
ful enough for tasks involving steel welds 
and opaque materials such as aluminum, 
magnesium, plastics. The 45-lb. unit is 
housed in a steel case measuring 16x12x 
6%4 in. It is connected to the tubehead 
through a flexible multi-conductor cable. 
Kilovoltage regulation is stepless and con- 
tinuously variable from 30 to 100 kvyp. I! 
is designed for virtually continuous opera- 
tion. 

Price: $2,300. Delivery: about 30 days 

Philips Electronics, Inc., Instruments 
Diy., 750 S. Fulton Ave., Mount Vernon, 
N. Y. (4/14/58) 


Diaghragm Pump 
Delivers Oil-Free Air 


Model G-3 oilless diaphragm pump } 
designed for continuous operation, and 
offers vacuum up to 22 in. Hg., pressure 
up to 40 psi., and a maximum displace- 
ment of 1 cfm. at free flow. Because of its 
tough Neoprene-nylon valve gasket and 
diaphragm, the pump cannot freeze, rust. 
or jam and is virtually trouble-free. Pump 
is equipped with a form G, G.E. motor. 
Standard electrical requirements are | 1° 
v., 60 cy. However, 220 v., 60 or 50 cy. 
motors are also available. 

Price: $85.71. Delivery: immediate. 

Air-Shields, Iuc., Hatboro, Pa. (4/ ‘4 
58) 


April 14, 1958 


j 
Velds 


ywel- 
welds 
inum, 
nit is 
yx 12x 
ehead 
cable. 
1 con- 
vp. It 


ypera- 


days 
ments 
arnon, 


2e Air 


mp 1s 
1, and 
essure 
splace- 
> of ils 
et and 
> rust, 
Pump 
motor. 
re 115 
50 cy: 


jate. 


(4/14 


1958 


New Products 


‘pri! 14, 1958 


Gear Pump 
Handles Acids, Alkalies 


Ace GFK gear pump is for low-volume, 
positive-displacement pumping of acids, 
alkalies and other corrosives. Gear pump 
features all-hard-rubber casing and gears, 
Kel-F bearings, and rubber-covered shaft. 
Typical applications are handling acids 
from carboys and tanks, pumping from 
tank to process, pumping on acid tower 
work, and direct agitation of plating or 
other solutions. 

Price: $297.70 (with motor); $117.90 
(without motor); Delivery: immediate. 

American Hard Rubber Co., Div. of 
Amerace Corp., Ace Rd., Butler, N. J. 
(4/14/58) 


Portable Drum De-Header 
Leaves No Sharp or Jagged Edges 


Model PDH 57 portable drum de- 
header is sturdily constructed with hard- 
ened tool-steel 4 in. shear and traveler. It 
shears down through the head against in- 
side body of either full or empty drums 
while smoothing cut edges of metal against 
body of drum, eliminating all handling 
hazards. Equipment de-heads drums 
ranging from 14 in. to 28% in. in dia., 
with chines ranging from 4 in. to 114 in. 
in depth, and of 16 ga. steel and thinner. 
Manual operation permits on the spot 
cutting. 

Price: $122.50. Delivery: 3 to 4 wk. 

L. M. Gilbert Co., 422 Bourse Bldg., 
Philadelphia 6, Pa. (4/14/58) 


Acetylene Generator 
Has Automatic Signal System 


Oxweld MP-11 with carbide capacity 
of 500 Ib. will produce 1,000 cu ft. of 
medium-pressure acetylene per hour. De- 
livery rates of up to 2,000 cu. ft. are 
obtainable over shorter intermittent op- 
erating periods. Automatic signal system 
consists of a howler and indicator lights 
that provide both audible and visual warn- 
ing if minimum carbide supply, water 
level, or water temperature should devi- 
ate from normal. 

Price: $2,888 (generator); accessories 
extra. Delivery: about 2 to 4 wk. 

Linde Co., Division of Union Carbide 
Corp., 30 East 42nd St., New York 17, 
N. Y. (4/14/58) 


Automatic Numbering Head 
Marks In A Curved Line 


Model 484 is designed for roll mark- 
ing a 20-digit number into flat pieces with 
& permanent indented impression in a 
curved line. Engraving on each wheel is 
off-center so that the impression is on a 
curve or radius. Automatic indexing after 
each stroke is accomplished by a 1% in.- 
bore air cylinder operated directly from 
the marking machine cycle. Head is 
equipped with 20 indexing levers in two 
banks for manual indexing of all wheels. 

Price: between $1,100 and $1,200. 
Delivery: 6 to 7 wk. 

Noble & Westbrook Mfg. Co., East 
Hartford, Conn. (4/14/58) 
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Stud Driver 
Powder-Actuated Tool 


Model MSA GH-1 velocity - power 
driver is for driving threaded or headed 
studs into concrete and steel with energy 
created by a discharge of blank cartridge. 
Green Hornet driver features trigger acti- 
vation, push-type replacement of barrel 
units, and a shape fitted to hand contour 
for easy, fast handling. Interchangeable 
barrels permit the tool to set 44- or ¥-in. 
studs with the same driver. 

Price: $125 (complete with single bar- 
rel); $25 each for additional barrels. De- 
livery: immediate. 

Velocity Power Tool Co., 201 N. 
Braddock Ave., Pittsburgh 8, Pa. 
(4/14/58) 


Paper Tape Reader 
Strip and Reel Feed 


Compact Dyko paper tape reader pro- 
vides all the advantages of strip and reel 
feed by combining both in one unit. Man- 
ual access time is reduced because short 
programs require no splicing, no tape 
switch is required to locate a desired 
block, and program filing is simplified. It 
stops within one character at a reading 
rate of 600 characters per sec. and within 
two characters at 750 characters per sec. 
because of a special braking system. 

Price: $1,100 to $3,600. Delivery: 30 
to 60 days. 

Digitronics Corp., Albertson Ave., 
Albertson, L. I., N. Y. (4/14/58) 


Diaphragm Valve 
Has Precise Sludge Flow Control 


Type 900 air-operated diaphragm con- 
trol valve is for hard-to-handle fluid sub- 
stances such as fibrous slurries, sludges, 
pulps, and acids. Uniflow valve is espe- 
cially engineered to permit control of 
small flows. Manufacturer says it will 
control anything that can be pumped up 
to 400 F. and 150 psi. without plugging. 
It is available in either direct or reverse 
acting models in sizes of % and % in. 
dia. Body itself is 8 in. in height. Con- 
struction materials available include cast- 
iron, stainless steel, polyvinylchloride. 

Price: up to $200. Delivery: 4 wk. 

Uniflow Valve Corp., Cranford, N. J. 
(4/14/58) 


Flexible Ducting 
For Air-Conditioning Systems 


Thermaflex ST consists of a continu- 
ous, uninterrupted, vinyl-coated fiber 
glass cover permanently fused to a vinyl- 
coated spring steel wire helix. Duct can 
be used with either high or low pressure 
air-conditioning systems. It can be in- 
stalled without special tools, and requires 
no elbows or special fittings. Thermaflex 
ST is waterproof, air-tight, and flame- 
proof. Ducting is available in 16-ft. 
lengths, and in diameters from 2 in. to 
10 in. 

Price: about 35¢ per ft. (2 in.), about 
$1.65 per ft. (10-in.). Delivery: 2 wk. 

Flexible Tubing Corp., Guilford, Conn. 
(4/14/58) 


21 


Ford Looks Beyond Wheeled Vehicles 


Dearborn, Mich.—Ford Motor Co. is looking 
ahead to the day when wheeled transportation 
reaches its top speed limit. The picture above 
shows Ford’s concept of a new form of land ve- 
hicle capable of speeds up to 400 mph. Called 
Glideair, it rides on a thin film of air a fraction 
of an inch above the roadbed. Tiny jets of air 
stream through holes in “levapads” and support 


the vehicle. 


Levapads have already been designed that 
would fit around standard railroad rails. 
pressed air for support and thrust for forward 


principal as a 


Com- 


miles apart. 


motion would be supplied by a turbo-jet engine. 

A Glideair vehicle weighing 100,000 lb. would 
require 2,500 hp. to levitate it and about 1,800 
thrust hp. to move it at 400 mph. A DC6B with 
the same takeoff weight requires 9,600 hp.—more 
than twice Glideair’s total power needs. 

Ford doesn’t think Glideair will eventually 
write finish to cars and trucks. 


It thinks of the 
new form of high-speed trans- 


portation, probably in the field of rail surface 
travel for fast trips between points about 1,000 
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TRANSPORTATION—the flex- 
ibility of truck, rail, and barge 
facilities permits new economies 
in shipping. 


SYNCHRONIZED SCHEDULING 
—keeps inventories at optimum 
levels. 


TECHNICAL & SALES SERVICE 
—keeps you posted on the latest 
in storage, handling, and use of 


basic industrial chemicals. 
5798-G 
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Machine 
In Do-It-Yourself 


Butler, Pa. — A “do-it-your- 
self’ system for setting up ma- 
chine or process controls is being 
offered by Control, Division of 
Magnetics, Inc. Control has a 
line of switching reactors—elec- 
trical devices that function much 
like relays—that your engineers 
can put together to make a variety 
of control systems. 

Unlike relays, switching reac- 
tors have no moving parts. They 
depend on their electrical char- 
acteristics to switch ac. or de. 
loads on or off. The reactors also 
can translate incoming signals 
into logic functions—memory, 
and, or, not. 

These logic functions are the 
key to a control system. A ma- 
chine or process can be broken 
down into a series of operations 
each expressed in terms of a logic 
function. For instance, as a press 
ram comes down it must not com- 
plete its stroke until a previously 
stamped part has been ejected. 
This is the “not” function. The 
Stamped part triggers a switch, 
which in turn causes a reactor, or 
for that matter a relay in this 
simple example, to issue the com- 
mand “do not operate” to the 
press ram. 

The reactors can be strung to- 
gether into a system that will con- 
trol fairly complex operations. 
Control’s units can be used as 
basic control components to drive 
such loads as solenoid valves, 
motor contactors, magnetic 
clutches, speed changers, and 
alarm systems. 

Control’s switching reactors 
are similar to Westinghouse’s 


Controls Available 


Switching Units 


Cypak and General Electric’s 
static switching system. But both 
of the latter systems need auxil- 
iary equipment. And for each of 
the logic functions they have a 
separate unit. Control’s reactors 
will perform any of the functions 


depending on how they are 
hooked into the circuit by your 
engineers. 


Eight units make up the com- 
pany’s line. They are offered in 
four volt-ampere ratings of 15, 
75, 150, and 300 for switching 
either ac. or dc. loads. One group 
of four units operates directly 
from nominal supply voltages; the 
other delivers standard load 
voltages. Price ranges from $67 
to $200. 


Foundation Finds Test 
To Classify Oils 


Chicago — Purchasing execu- 
tives will soon have a method for 
distinguishing between reclaimed 
and virgin motor oils. Armour 
Research Foundation found that 
the two have different infrared 
refraction patterns. This is be- 
cause virgin oil is refined from a 
single, or small number of crudes, 
while reclaimed oil normally is 
derived from a wide variety. 

Until the Foundation’s tech- 
nique was worked out there was 
no way to tell the difference be- 
tween the two types. The use of 
reclaimed oils is growing. Thus 
the technique should help prevent 
possible misrepresentation, 
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This Week’s 


Product 
Perspective = +» 


You'll be hearing more about “chipless machining” as tim: 
goes by. One of two things could happen—perhaps both: (1 
more of the products you’ll be offered will be made by one o! 
the chipless techniques, (2) your production people will activel: 
consider what the techniques have to offer. 

Chipless machining means working metal into the shape you 
want without removing any metal. Here’s what’s happening iy 
the newer techniques: 

e Investment casting. This is about the only way the nor 
machinable alloys can be handled, but it will work with an 
metal that can be cast. Parts made by this technique are n 
cheap. But design features eliminating machining can be built 
into intricate parts for economical production. 

Most investment castings have gone into defense application 
But now the casters are looking for markets outside the military. 
Turbine blades, parts for sewing machines, weaving machines, 
cameras, washing machines, pumps, are some of the things being 
made. 


¢ Powder metallurgy. Fairly complex parts with good accuracy 
and surface finish can be made. 

New machines for compacting powder produce large parts 
up to 10 in. dia., open up applications for powder metal parts 
in pumps, cams, valves. Research is looking into the possibilities 
of rolling metal powder into sheets. Metal laminates or sand- 
wiches with unusual properties can be made. 

Biggest user is the auto industry. Some 150 powder metal 
parts go into each auto. But other industries are turning to 
the technique—appliances, office machinery, construction equip- 
ment. 


¢Cold forming. New lubricants, die designs, and _ better 
materials permit a wide variety of parts to be made. Many 
splines, gears, and threads are now being rolled. 

New roll-forming process taps blind holes all the way to the 
bottom. Conventional technique can’t do this; chips get in the 
way of the tap at the bottom of the hole. With roll-forming 
there are no chips. 

Besley-Welles Corp., is offering a tapping tool for this process. 
It’s called X-Press and the company says the threads it produces 
are stronger than conventional threads because the metal is 
squeezed into shape, not cut. 


¢ Chemical milling. It isn’t truly chipless. Metal is removed, 
but not in conventional manner. Chemical action is used to etch 
metal from desired areas on the part. Big virtue is that complex 
curved shapes can be “machined.” 

The technique is used mostly by the aircraft industry. But 
some work outside aircraft is in process. Chemical milling may 
prove economical for finishing the complex insides of castings 
for power take-off drives and automatic transmissions. 

One possibility for the auto industry, and others too, lies in 
sheet metal auto hoods and trunk lids. These need separate 
stiffeners which add to the weight and complicate assembly. 
Chemical milling would let the manufacturer make hoods and 
lids with integral stiffeners. The process may prove economical 
because many parts can be produced in one operation. 
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HINDE & DAUCH 


Division of West Virgima Pulp and Paper Compa 


A, AE A AB ED A A Me Le A MM, MM a, a lity A A me 


April 14, 1958 Map, 


acy 


arts 
arts 
ities 
ind- 


etal 
y to 
ulp- 


>tter 
lany 


. the 
the 
ning 


CeSS. 
uces 
al is 


ved, 
etch 
plex 


But 
may 
tings 


es in 
arate 


ice. 


‘pri! 14, 1958 


Your Weekly Guide To New Products — Continued from page 21) 


Measuring Gage 
Designed For Stability 


Gage has non-rotating measuring col- 
umn spring loaded that avoids backlash. 
Guaranteed accuracy is 50 millionths at 
any measuring point. Readings can be 
taken on the underside or topside of 
spacer. Inspection of any machined parts 
can be checked with this instrument in a 
matter of seconds. Its light weight per- 
mits portability to any location of shop 
or inspection areas. Ten-inch capacity 
built into this gage can be increased with 
3 in. and 6 in. riser blocks. 

Price: $295. Delivery: from 2 to 4 
wk. 

Armour Machine Co., Inc., 700 Oak 
St., Copiague, N. Y. (4/14/58) 


Single Side Band Tube 


Has New Ratings 


SSB ratings are available on the type 
6076 tube for new designs, equipment 
conversion, and for increasing present 
power output of linear amplifiers. In the 
2 to 5 kw. envelope power range, the 
6076 has a 3 kw. dissipation rating, pro- 
vides a range of powers hitherto generat- 
ed by paralleling a number of smaller 
tubes or under-rating larger ones. Data 
are available on use of 6076 as a SSB 
amplifier that gives 38 db. third and fifth 
order distortion products without rf. or 
envelope feedback in 3 or 30 mc. range. 

Price: $305. Delivery: immediate. 

Amperex Electronics Corp., 230 Duffy 
Ave., Hicksville, L. I., N. Y. (4/14/58) 


Plastic Panel 
Cuts Heat But Passes Light 


Foil-Glass is a reinforced-plastic panel. 
It contains an inner layer of perforated, 
embossed Alcoa aluminum foil which 
acts as an effective heat barrier, at the 
same time passing light through the 
translucent perforations. After heat cur- 
ing, the finished panel surface is treated 
by a special process to provide an ultra- 
violet screen that increases color and 
weather stability. Foil-Glass plastic panel 
weighs about 6 oz. per sq. ft. 

Price: about $1.25 per sq. ft. Delivery: 
10 days to 2 wk. 

Resolite Corp., Zelienople, Pa. (4/ 
14/58) 


Electric Fork Truck 
Has Dual-Capacity 


Model E multi-master truck has a 
standard capacity of 2,000 lb, at a 48-in. 
load length. By simply adding a quickly 
removable counterweight to the truck’s 
rear, its capacity is immediately doubled 
to 4,000 Ib. at a 48-in. load length. To 
remove counterweight, operator backs his 
truck against a stand. He then loosens 
two bolts and the counterweight auto- 
matically drops into the stand and is held 
in place by a chain. 

Price: about $6,450. Delivery: about 
11 weeks. 

Lewis-Shepard Products, Inc., 125 
Walnut St., Watertown 72, Mass. 
(4/14/58) 
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Inserting-Mailing Machine 
Eliminates Extra Handling 


Automailer integrates into one auto- 
matic, continuous operation all mailing 
steps from initial paper gathering right to 
the mail bag. Multi-purpose Automailer 
provides for paper gathering (feeding- 
collating), folding, nesting, inserting, seal- 
ing, counting, error detection-correction, 
postal metering or indicia imprinting, and 
stacking and delivery to mail bag in a 
single, synchronized, one-person operation 
at adjustable speeds up to 6,000 com- 
pleted envelopes per hour. 

Price: $2,600 to $5,000 (standard ma- 
chine). Delivery: 90 days. 

Office Dynamics Corp., 9876 Wilshire 
Blvd., Beverly Hills, Calif. (4/14/58) 


Powder Fire Extinguishers 
Have Clear Vision Pressure Gage 


Dry chemical powder, effective on 
Class B (flammable liquid) and Class C 
(electrical fires), is available in 20 and 
30 Ib. pressurized heavy-duty fire extin- 
guishers. Pull pin and squeeze-lever op- 
eration enables user to work swiftly, de- 
livering a 15 to 20 ft. stream of heat 
absorbing and fire killing powder over a 
60 deg. arc. Dry chemical powder is non- 
toxic and will not corrode, freeze, or con- 
duct electricity. No annual recharging is 
required. 

Price: $73.50 (20 Ib.), $91.20 (30 Ib.). 
Delivery: immediate. 

Pyrene-C-O-Two Div. Fyr-Fyter Co., 
Box 750, Newark 1, N. J. (4/14/58) 


Form and Punch Shaper 
Shapes Irregular Punches 


Improved K-150 form and punch 
shaper makes irregularly shaped stamping 
and electrode punches of high precision 
(+0.00025 in.). Larger dividing head 
with automatic circular feed permits the 
machining of radii and angles auto- 
matically. All work pieces are clamped 
directly in a collet holder, between centers 
or to the co-ordinate chuck. Co-ordinate 
chuck and indexing attachment guide the 
workpiece along the contour with one 
chucking, thus eliminating rechucking 
errors. 

Price: $5,875. Delivery: immediate. 

Jersey Mfg. Co., 407 Livingston St., 
Elizabeth 1, N. J. (4/14/58) 


Stainless Electrodes 
Made Of Powdered Metal 


Electrodes are designated Easyarce 308, 
316, and 347. These ac.-dce. electrodes 
have a coating which contains chromium 
and nickel in powdered form, accurately 
measured and proportioned to meet 
metallurgical standards, and will deposit 
homogeneous weld metal easily. Elec- 
trodes are available in 3/32, 1/8, 5/32, 
and 3/16 in. sizes. 

Price per lb.: 95¢ (5/32 in. for 308); 
$1.25 (5/32 in. for 316); $1.08 (5/32 in. 
for 347) in 5,000 Ib. quantities. Delivery: 
immediate. 

Air Reduction Sales Co., Division of 
Air Reduction Co., Inc., 150 East 42nd 
St., New York 17, N. Y. (4/14/58) 
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Guide to Inventory 
Control 


Production Planning and Inventory 
Control. By John F. Magee. Published 
by McGraw-Hill Book Company, Inc., 
330 West 42nd St., New York 36, 
N. Y. 333 pp. Price: $7.50 


Concepts and techniques of in- 
ventory control and production 
planning are interestingly covered 
in this new easy-to-read book. 
Discussions range all the way 
from analysis of inventory func- 
tions and cost factors involved to 
choosing the size of a purchase lot 
and forecasting your needs. 

Understanding facilitated 
with the aid of many graphical 
displays and illustrations. Where 
formalized control methods are 
presented, the author has taken 
pains to minimize mathematical 
treatment. Math and_ technical 
terms, when needed, are trans- 
lated into sound business English. 

It’s a handy reference book for 
the purchasing executive who 
wants to familiarize himself with 
management type functions. 


IS 


Buying Aircraft Steels 


Aircraft Steels and Specifications. 
Published by Joseph T. Ryerson & Son, 
Inc., Box 8000-A, Chicago 80, Ill. 72 
pp. No charge. 


The 1958 revised edition of 
Aircraft Steels and Specifications 
contains: (1) condensed informa- 
tion on Army, Navy, and govern- 
ment aeronautical specifications, 
(2) list of aircraft quality alloy and 
stainless steels available for im- 
mediate shipment, (3) an explana- 
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ion of the meaning of aircraft 
juality, and (4) data on com- 
yany’s plan of quality control. 
Book is a useful guide to pur- 
shasing executives specifying and 
yuying aircraft quality steels. 


Gas manifolds are described in 
20-page catalog No. 829 entitled 
“Manifolds for Gases”. It con- 
tains information regarding cylin- 
der capacity, cylinder arrange- 
ments and dimensions along with 
general background information 
on the advantages of manifolding. 
Catalog may be obtained from 
Air Reduction Sales Co., of Air 
Reduction Co., Inc., 150 East 
42nd St., New York 17, N. Y. 


Electric welding is described in 
12-page bulletin. Cost-and-time 
saving applications of both man- 
ual and mechanized electric weld- 
ing, spot welding, and cutting 
processes are featured. Bulletin 


Bulletin, Rm. 2840, 420 Lexing- 
ton Ave., New York 17, N. Y. 


Centrifugal precipitator is de- 
scribed in Bulletin 276. It in- 
cludes drawings and photographs 
which show the construction, di- 
mensions, and different arrange- 
ments. Bulletin No. 276 can be 
obtained from Dept. PD, Amer- 
ican Air Filter Co., Inc., 215 
Central Ave., Louisville 8, Ky. 


“More Than Just Steel” is the 
title of new 16-mm color, sound 
film. It tells the story of special- 
purpose sheet steels, from elec- 
trical steel and enameling iron 
in the early years of the century 
to special zinc-coated and alu- 
minum-coated steels of today. It 
also covers standard and special 
Stainless steels, their development 
and uses. Film is available from 
Product Information Service, 
Armco Steel Corp., Middletown, 
Ohio. 


Hydraulic line tubing is described 
in 10-page brochure. List of spec- 
ifications and a table of recom- 
mended working pressures and 
size ranges is given. Brochure is 
available from Steel & Tubes 
Div., 224 East 131st St., Cleve- 
land 8, Ohio. 


Synchronous generators are de- 
scribed in Bulletin No. 51B8909. 
It describes generators in single 
bearing units for internal com- 
bustion engines, close-coupled to 
standard SAE flanges, or in two- 
bearing units for belt drives or 
direct connection. Construction 
features of the redesigned high- 


is available from Metalworking , 


Profitable Reading for P.A.s 


speed synchronous generators are 
also included. Bulletin is avail- 
able from Allis-Chalmers, Mil- 
waukee 1, Wis. 


Hydraulic hose and fittings are 
covered in Catalog No. 4430. It 
includes stainless steel braided 
hose for non-magnetic service and 
perforated cover hose for coal 
shooting. Catalog can be obtained 
f om Parker Fittings & Hose Div., 
Parker-Hannifin Corp., 17325 
Euclid Ave., Cleveland 12, Ohio. 


Superior Marine Diesels are de- 
scribed in 12-page catalog No. 
112. Performance data, features, 
and specifications of Model 60 
and Model 80 diesels are covered. 
Catalog is available from White 
Diesel Engine Div., The White 
Motor Co., Springfield, Ohio. 


Induction heating is described in 
new booklet entitled “3 Minutes 
with Induction Heating.” Such 
applications as extrusion, forging, 
brazing, heat treating, metal join- 
ing are covered. Bulletin is avail- 
able from Magnethermic Corp., 
Youngstown, Ohio. 


Steel shop equipment is described 
in 8-page catalog. Catalog illus- 
trates the work benches, portable 
and semi-portable units, utility 
carts, too! stands, shop desks, 
table and accessory components. 
All sizes and other specifications 
are also listed. Catalog is pub- 
lished by Borroughs Mfg. Co., 
3000 N. Burdick St., Kalamazoo, 
Mich. 
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Internal and external retaining 
rings are described in 16-page 
catalog. Variety of finishes avail- 
able is covered. Catalog may be 
obtained from Dept. PB-121, In- 
dustrial Retaining Ring Co., 57 
Cordier St., Irvington 11, N. J. 


Mercury plunger relays are de- 
scribed in new Engineers’ Fact 
File. It includes load ratings and 
contact data, coil characteristics, 
mounting dimensions, and dia- 
grams and illustrations. Catalog 
may be obtained from Ebert Elec- 
tronics Corp., 212-33C Jamaica 
Ave., Queens Village 28, N. Y. 


Magnetrols as applied to atomic 
reactors are described in 10-page 
booklet No. EBWR-1. Actual 
photographs taken within the re- 
actor building, together with a 
“flow chart” showing the exact 
function of each of the 16 Mag- 
netrols at work in the reactor is 


“Reading Maketh a Full Man’—Bacon 


included. Copies may be obtained 
from Magnetrol, Inc., 2110 South 
Marshall Blvd., Chicago 23, IIL. 


Complete line of steel shelving 
and related products is covered in 
catalog No. 485. Line includes 
parts bins, storage units, counters, 
benches, lockers, drawer units. 
All products are made of steel. 
Catalog can be obtained from 
Equipto, Aurora, Ill. 


How to select pressure regulators 


by application requirements is 
covered in 28-page bulletin, 
“Pressure Regulators and 


How to Select Them.” Ten-page 
section spells out the most impor- 
tant considerations for correct ap- 
plication of self-operating and 
pilot-type pressure regulators. 
Copies of bulletin No. 401 may 
be secured from Kieley & Muel- 
ler, Inc., 64 Genung St., Middle- 
town, N. Y. 


Quick connect/quick disconnect 
couplings for guided missile and 
aircraft use are described in 26- 
page catalog. Special couplings 
shown feature remote disconnec- 
tion which can be by either sole- 
noid or lanyard action, but emer- 
gency manual disconnect can also 
be provided. Catalog can be ob- 
tained from Snap-Tite,  Inc., 
Union City, Pa. 


Phosphatized steel shelving is de- 
scribed in 8-page bulletin No. 
B-20. It covers companion shelv- 
ing equipment such as drawer 
units, counters, tool inserts and 
shelving boxes. Copies are avail- 
able from Penco Metal Products 
Division, Alan Wood Steel Co., 
200 Brower Ave., Oaks, Pa. 


‘Thermalastic—The Insulation 
System” is title of 12-page book- 
let. Lower power factor, higher 
tensile strength, greater voltage 
endurance and dielectric strength, 
and waterproof characteristics of 
Thermalastic insulation is dis- 
cussed. Copy of booklet No. 
B-7249 is available from West- 
inghouse Electric Corp., P. O. 
Box 2099, Pittsburgh 30, Pa. 


Rubber expansion joints and flex- 
ible pipe are described in 6-page 
catalog No. 575. GRC expansion 
joints and flexible pipe are avail- 
able in three styles: (1) Style 
1000, for vacuum operation, (2) 
Style 1025, for pressure opera- 
tion, and, (3) Style 1050, for 
vacuum and pressure operation. 
Catalog is available from General 
Rubber Corp., Summit & Atwood 


“How to be a Wire Rope Expert” 
is title of 16-page booklet. De- 
signed for everyone who buys, 
sells, or uses wire rope, it de- 
scribes in easily understandable 
language the basic principles go 
erning the selection of the proper 
yope construction for any job. De 
vice called the D/d ratio for de- 
termining the best relationship of 
rope size to sheave or drum size 
is also illustrated. Booklet is 
available from Advertisement 
Department, Leschen Wire Rope 
Division, H. K. Porter Co., Inc., 
2727 Hamilton Ave., St. Louis 
12, Mo. 


“Secondary Unit Substations” js 
title of bulletin No. 18B6285C. 
Data on 60-cycle, 3-phase “Rupt- 
air’ power circuit breakers and 
oil power circuit breakers; un- 
fused interrupter switches, fused 
interrupter switches, power fuses 
for air switch fuse combinations, 
and oil fuse cutouts is included. 
It also covers “Chlorextol” liquid 
filled, dry type, and sealed dry 
type units. Bulletin is available 
from Allis-Chalmers, Milwaukee 
1, Wis. 


Track Inspection Kit provides a 
checklist for determining the gen- 
eral condition of the track instal- 
lation and the specific areas which 
need correction or replacement. 
It contains special forms which 
serve as both a permanent record 
of the inspection and as requisi- 
tion memos to the purchasing de- 
partment for new materials. It 
also contains a 16-page instruc- 
tional handbook on track mainte- 
nance. Copies are available from 
L. B. Foster Co., Box 1647, Pitts- 
burgh 30, Pa. 


Complete engineering specifica- 
tions and qualification test data 
for the Waldes QAF quick-action 
stressed panel fastener are con- 
tained in two technical bulletins. 
A 3-page illustrated brochure 
contains a complete description 
of the fastener. A 9-page illus- 
trated bulletin is devoted to the 
results of qualification _ tests. 
Copies of the two bulletins may be 
obtained from Waldes Kohinoor, 
Inc., 47-16 Austel Place, Long 
Island City 1, N. Y., Attn: Special 
Products Div. 


Lighting fixtures are described it 
new catalog. It contains valuable 
information for architects, engr 


neers, and contractors. It has 
“idea renderings” for each fixture 
that show advanced uses. It i 
cludes a simplified ordering sy* 
tem and complete lamp informs 
tion in easy-to-use tables. Catalog 
is available May 1st from Light 
ing Dynamics, 802 West Whiitie! 


Sts., Tenafly, N. J. 


Purchasing Week 


Blvd., Whittier, Calif. 


April 14, 1958 


dling 
heav) 
papel 
the al 
to 45 
able 

3,001 


Attac 
single 
node 
to 3.8 
up t¢ 
greali 
accor 
as 3 
Deliv 
Equiy 
Divis' 
(4/14 


Can 
Ko 
are d 
Ive 
rubbh 
yards. 
and 
(Vpes. 
knitte 
Hlexib: 
the in 
Which 
when 
palms 
Tan o 
COatin 
but p 
ICS, P 
Glove 
‘tyles: 
gaunt! 
WrISt 


on 


Ipt- 
and 
un- 
ised 
USeS 
Ons, 
Jed. 
juid 
dry 
able 
ikee 


Cs a 
gen- 
stal- 
hich 
1ent. 
hich 
cord 
uisi- 
y de- 
_ 
truc- 
inte- 
from 
Pitts- 


ction 
con- 
etins. 
shure 
ption 
illus- 
0 the 
tests. 
ay be 
noor, 
Long 


pecial 


bed in 
luable 
engi 
it has 
fixture 
It in- 
1g sys 
for mar 
‘at alog 
Light 
/piitiet 


1958 


Paper Roll Clamp 


Bartel paper roll clamp attach- 
ment is designed for Clarklift fork 
rucks. Designed for rapid han- 
dling and vertical stacking of 
heavy rolls of newsprint, kraft 
paper, Or corrugated box stock, 
the attachment transports rolls up 
0 45 in. in dia. It is interchange- 
able among Clarklift models of 
3,000 through 5,000 Ib. capacity. 
Attachment is available in a 
single roll model or a double roll 
model and will handle weights up 
(0 3,800 Ib. on lighter trucks and 
up to 6,000 Ib. on trucks with 
greater weight capacity. It will 
accommodate roll cores as small 
as 3 in. in dia. Price: $1,785. 
Delivery: up to 45 days. Clark 
Equipment Co., Industrial Truck 
Division, Battle Creek, Mich. 
(4/14/58) 


Canvas Gloves 


Koroseal-coated canvas gloves 
ure designed for handling abra- 
‘ive materials such as concrete 
rubble or broken brick in brick 
yards, tile plants, stone quarries 
and construction work of all 
types. Gloves have a shell of 
knitted jersey for comfort and 
lexibility. Seams are located on 
the inside of the fingers, a feature 
which eliminates wear that occurs 
when seams are exposed on the 
palms or the tops of the fingers. 
lan opaque in color, the koroseal 
coating not only resists abrasion 
ut protects against acids, caus- 
tics, petroleum, and mineral oils. 
Gloves are available in three 
‘tyles: knit wrist, safety wrist, and 
sauntlet. Price: $8.25 dozen (knit 
Wrist style; $8.50 dozen (safety 
Wrist style); $12.31 dozen (gaunt- 
let style). Delivery: immediate. 
8. F. Goodrich Industrial Prod- 
ucts Co., Akron, Ohio. (4/14/58) 


Radio Frequency Bridge 


Type B-601 is a multi-ratio 
bridve designed for measuring re- 
‘stance, inductance, and capac- 
tance over a wide range between 
Ske. and 5 me. B-601 is a trans- 
lormer ratio arm bridge offering 
distinct design and performance 
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advantages. A true impedance 
measurement is made with the 
impedance given as a_ parallel 
combination of resistance and 
capacitance or inductance. The 
three-terminal facility affords 
wide applications since a meas- 
urement of impedance (in-circuit) 
between any two terminals in a 
three-terminal network can be 
made regardless of the presence 
of other impedances between the 
two terminals and the third. By 
utilizing this feature, transistor 
characteristics are easily deter- 
mined under working conditions. 
Price: $640. Delivery: immediate. 
Wayne Kerr Instruments, P. O. 
Box 801, Philadelphia 5, Pa. 
(4/14/58) 


Lint-Free Wiping Cloth 


Tex-pro Kwik-wipe will absorb 
oil, gasoline, water and will re- 
move soil from work pieces and 
from workers’ hands. Non-woven 
sheet is made of cotton fibers 
bonded together. It is available 
in 12x18 in. size in cases contain- 
ing 1,000, 2,500, or 5,000 units. 
Cloth will absorb nine to ten 


times its weight in water and 
seven to eight times its weight in 
oil. Price: $19 per 1,000. Deliv- 
ery: immediate. Textile Products, 
P. O. Box 638, Newark, N. J. 
(4/14/58) 


Automatic Dock Ramp 


Automatic dock ramp features 
a controlled tension spring assem- 
bly; ramp does not require bulky 
counterweights. In operation of 
the ramp mechanism, this assem- 
bly counterbalances weight of the 
heavy platform resulting in 
smooth movement at all times 
with no fly-up or jump. Dock 
ramp is operated by backing a 
truck into the rugged bumper 
assembly. As the backing truck 
actuates the mechanism, the plat- 
form slowly rises, a moment of 
dwell, then descends, resting on 
the truck bed. Clear passage is 
available from dock to truck for 
loads up to 20,000 Ib. Floating 
action permits the platform to re- 
main securely on the truck bed at 
all times as truck heights change 
with load transfer. Price: $825 
(model illustrated, other models 
available). Delivery: immediate. 
Rotary Lift Co., 1054 Kansas, 
Memphis 2, Tenn. (4/14/58) 


Phenolic Laminate 


Grade 320 paper-base phenolic 
aminate provides low dielectric 
loss, high dimensional stability, 
high insulation resistance, and 
high surface resistivity. Grade is 
mechanically strong, resistant to 
fungus growth, and maintains 
electrical characteristics after pro- 


‘Jlonged exposure to high humidity. 


Price: $1.06 per Ib. (,'; in. thick 
sheets in quantities of 300 Ib. or 
more). Delivery: 10 days to 2 wk. 
Taylor Fibre Co., Norristown, Pa. 
(4/14/58) 


More New Products 


Hand Gun Welder 


Metal arc inert-gas tool is de- 
signed for short-length welds in 
hard-to-get-at places. Drive rolls 
and wire supply are contained in 
the gun. Wire feed speed is up to 
900 in. per minute and the gun 
handles 0.030 in., 0.035 in., 4) 
in., and , in. aluminum and 
0.030 in., 0.035 in., 0.045 in. 
hard wires. Typical appilca- 
tions include: extruded aluminum 
shapes, highway signs, aluminum 
furniture, radar screens and an- 
tenna, and brackets and pads at- 
tached to ship super-structures. 
Welding power source must be a 
dc. machine. Price: $700. Deliv- 
ery: 2 to 3 wk. Air Reduction 
Co., 150 East 42nd St., New 
York 17, N. Y. (4/14/58) 


Tensilized Film 


The 50 Mylar T polyester film 
is designed primarily for use by 
the magnetic tape recording in- 
dustry. High-strength film will 
increase the versatility of tape in 
the audio field by making possible 
durable tapes which provide more 
playing time per reel. Increased 
yield strength, as well as tensile 
strength, offers improved _per- 
formance for the double-play 
tapes. These double-length tapes 
provide 2,400 ft. of tape on a 7- 
in. reel. At a speed of 712 in. per 
second, this represents two hours 
of playing time on a double-track 
recorder. Price $4.50 per Ib. De- 
livery: immediate. E. I. Du Pont 
de Nemours & Co., Wilmington, 
Del. (4/14/58) 


Plastic Ball Valve 


Straight through, full open 
round part design of Koroseal 
polyvinyl chloride ball valve per- 
mits full flow without turbulence 
or directional change. The ball 
floats in chamber. Teflon seats 
never stick nor gall. Valves are 
available in either threaded or 
socket ends for installation with 
solvent cement. Quick-opening 
valve has no metal parts, will not 
rust nor corrode. Each valve is 
pressure tested to double recom- 
mended working pressure in four 
conditions: closed-pressure on 
one end; closed-pressure on other 
end; closed-pressure on both 
ends; open-pressure on both ends. 
Price: from $11.75 (for 2 in.) to 
$94 (for 3 in.). Delivery: 7 
days. B. F. Goodrich Industrial 
Products Co., Marietta, Ohio. 
(4/14/58) 
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The Record to Date 


Reader’s requests......... 96 
Staff answered........... 82 
Published in PW.......... 14 
Answered by readers...... 9 
ee 5 


Two of our readers are asking 
for your help this week. If you 
have the answer, please write 
them. While you are at it, would 
you mail “Where Can I Buy?” a 
carbon copy. 


R. A. Simpson, Libby, McNeill 
& Libby, Chicago 9, Ill—“Can 


Where Can | Buy? 


Do You Know the Supply Source? 


you help me find a source fol 
tapered fiber drums having metal 
bottoms and metal covers? The 
purpose of this drum is that it is 
to be used in shipping citrus con- 
centrate which has been packed 
in a polyethylene bag. We favor 
the tapered drum for the reason 
of its ability to nest when ship- 
ping the empty drums back to the 
packing plant.” 


C. W. Blankenburg, Capewell 
Manufacturing Co., Hartford 2, 
Conn.—“Can you advise the 
names of companies, if any, who 
make an electrical nail puller to 
be used in opening wood cases.” 


Dispersion Mill 


PUC multistage dispersion mill 
represents an improved method 
for wet milling and grinding, 
homogenizing, dispersion, emul- 
sifying, and extracting. Mill will 
be of interest to food processing 
industries, product coating indus- 
tries, and chemical industries. 
Mill serves as its Own pump, 
drawing material down through a 
multistage grinding area to pre-set 
sizes and then ejecting the prod- 
uct under pressure. Mill operates 
either on a continuous through- 
put basis so that it can be tied 
into continuously operating pro- 
duction lines or it can be used for 
batch operations with or without 
re-cycling facilities. Price: from 
$1,200 to $6,000 (equivalent ca- 
pacities, 44 to 6,000 Ib. per hr.). 
Delivery: 4 to 6 wks. Pfaudler 
Co., Div. of Pfaudler Permutit 
Inc., 1000 West Ave., Roch .«t- 
N. Y. (4/14/58) 


Adding Machine 


Model 6MD portable adding 
machine will index five columns 
of figures on paper tape ($999.99 
is capacity). It has a_ totaling 
capacity of six columns (up to 
$9,999.99). Machine includes a 
positive clear signal. When oper- 
ator wishes to commence listing 
a column of figures, the letter “‘c” 
prints automatically with the first 
item added if the machine is clear. 
If no “c” appears, operator knows 
the total key must be hit to clear 
figures previously struck. Final 
figure and total is accomplished 
with a single stroke. Non-add 


key can be used after the handle 
has started its downward motion 
and will take effect at any point 
short of impact. Error key clears 
entire keyboard instantly. Repeat 
key is disengaged automatically 
and returns to normal position 
when a total is taken. Price: 
$89.50. Delivery: immediate. 
Smith-Corona, Inc., Syracuse 1, 
N. Y. (4/14/58) 


Pocket Comparator 


Comparator is good for on-the- 
spot checks of small parts, dimen- 
sions. It has 6-power magnifica- 
tion and etched glass reticle. 
Linear dimensions are given in 
both inches and millimeters. It 
measures diameters, radii, and 
angles. Used without the reticle, 
this pocket comparator becomes 
a high power magnifier. Compar- 
ator is useful inside machinery. 
in dark corners, for any dark 
color work where the reticle pat- 
tern may not contrast sufficiently 
to be easily seen. Comparator 
may be easily removed from 
illuminator, carried in pocket. 
Price $27.45 (complete, illumi- 
nator with comparator); $19.50 
(comparator separately). Deliv- 


ery: immediate. Edmund Scien- 
Barrington, 


tific Co., 
(4/14/58) 


N. J. 


Level Regulator 


Levelator automatically main- 
tains any desired level of liquefied 
gas, within a quarter-inch, in the 
cold finger or freezing bath of any 


apparatus. Levelator works as well 
(Continued on page 26) 
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with liquefied air or oxygen as 
with liquefied nitrogen. Once ad- 
justed, it operates as long as 
there’s a supply of liquid in the 
reservoir. Levelator operates 
without pumps, motors, or me- 
chanical devices. Device is essen- 
tially an S shaped air thermom- 
eter with a sensing bulb at one 
end and a breather tube at the 
other. Price: $12.50 (complete 
with mercury). Delivery: immed- 
iate. Fisher Scientific, 389 
Fisher Bldg., Pittsburgh 19, Pa. 
(4/14/58) 


Hygrothermograph 


Indoor-outdoor hygrothermo- 
graph provides humidity and 
temperature indications by both 
direct reading and recording. Hy- 
grometer accuracy, carefully cal- 
ibrated against laboratory stand- 
ards, is guaranteed repeatable 
within +3% relative humidity. 
Operating range is 15% to 95% 
RH. at temperatures from 32 to 
130 F. Correction charts are 
available for low temperature ap- 
plication. Accuracy of the hy- 
grometer is derived from the use 
of a specially designed animal 
membrane diaphragm. Model 
HGS-HYT-1 is 12x15x6 in. and 
weighs 11.25 Ib. Price: $275. 
Delivery: immediate. Serdex, 
Inc., 12 Bowdoin Sq., Boston 14, 
Mass. (4/14/58) 


More New Products 


Electric Hand Sander 


Model 564 sander features an 


extra-large 4x24 in. abrasive 
belt. Big-capacity production 
sander is designed for builders. 
millwork and cabinet shops, fur- 
niture manufacturers, pattern and 
woodworking shops, industrial 
production, and maintenance. 
Additional surfacing area and sta- 
bility is provided by a 22 sq. in. 
cork and steel shoe. Rugged 
9-amp. motor enables it to hog- 
down heavy stock rapidly. Price: 
$99.50. Delivery: immediate. 
Porter-Cable Machine Co., 123 
Exchange St., Syracuse 4, N. Y. 
(4/14/58) 


Automatic Cutter 


Model F6 unit is a high-speed 
automatic cutter for handling ex- 
truded plastics, rubber, and other 
compounds. Unit handles 350 


or more cuts per minute at high 
rate of accuracy. F6 is a clutch- 


Classified 
BUSINESS OPPORTUNITIES 


RATES: $10.00 per advertising inch per insertion 


Send New Advertisements or 


Inquiries ¢ 


SEARCHLIGHT SECTION Advertising 


EQUIPMENT—USED or RESALE 


Subject to Agency Commission 
CLASSIFIED ADVERTISING DIVISION 
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LIKE NEW 


REMINGTON RAND 
INSULATED 
FIREPROOF FILES 
$135.00 (new $272) 
BERNSTEIN & SON 
112 Market St., Phila., Pa. 
WA 5-3844 


5 Floors of NEW & USED office furniture 
equip. 


FOR SALE 
REVOLVER CRANES— 
2—American R20 1—American R25 
Other Misc. Surplus 
WALSH-PERIN-MORRISON-KIEWIT- 
UTAH CO’s 


Massena, New York 
L. W. Kennelly, P. A. 


P. 0. Box 106 
Rockwell 9-2456 


GET CASH NOW 
for your surplus 
Electronic Tubes and Components 


Highest a Paid 


or 
Contract Terminations—Surplus Inventories 
Send your list today 


LEO A. KLEIN 
74 Cortlandt St., NYC BEekman 3-5690 


U. S. Army Tele- 
phones EE-8 fully re- 
conditioned. Suitable 
For intercommunica- 
tion between 2 or 
more points $35.00 
for 2 telephones, in- 
cluding 100 ft. of 
wire and batteries. 
Additional wire 1¢ per 
ft. or $25.00 per mile. 
Write for free list on telephones. ALL 
shipments F.O.B. Simpson, Pa. 


TELEPHONE ENGINEERING CO. 


DEPT. PW-4 SIMPSON, PA. 


WANTED 


ELEVATOR 


6 x 8 feet and Machinery for complete 

installation. 

DALY SHOE FINDINGS COMPANY INC. 

27 Maple Street Holbrook, Mass. 
WO0O-3-5010 


WANTED 


40 Thru 75 HP Electric Motor Starters 
Manual Compensator Type-3 Phase - 60 Cycles 
220 Volts 


BENSON - WILIMZIG, INC. 
1704 N. 8th St. 
GArfield 1-4290 St. Lovis 6, Mo. 


Do You Need A 
Pelz Universal lronworker? 
6x6x 2 


Municipal Tool and Machinery Co. 
1522 North Broadway St. Louis 5, Mo. 
Ph. MA 1-1500 
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NOW ... you can reach a potential 
buyer for only 4/10,000 of $1.00. 
Yes, that’s all that a one inch 
“SEARCHLIGHT” advertisement costs 
you to contact one of PURCHASING 
WEEK’S 25,000 key purchasing ex- 
ecutives! 


and-brake operated, single-revo- 
lution cutter. It develops 60 
in.-lb. of torque and its single 
cutting blade accelerates from 
zero to 1,150 rpm.; makes a cut 
and stops, all in one revolution. 
F6 is being offered with a variety 
of knife sizes and shapes to han- 
dle a variety of materials, includ- 
ing tubing, belting, soft wire, 
solid rod and special shapes of 
plastic, rubber and various com- 
pounds. Price: about $1,150. 
Delivery: 1 to 2 wk. Foster & 
Allen, Inc., 628 South Ave., Gar- 
wood, N. J. (4/14/58) 


Speed Reducers 


Four Hygrade gear 
speed reducers have ¥% to 5 hp. 
input. Units are designed to com- 
bine maximum load carrying ca- 
pacity with minimum center dis- 
tances consistent with practical 
design and operating conditions. 
Each of four types: Type S (worm 
at bottom), Type T (worm at 
top), Type L (low base vertical 
output shaft-up), and Type H 
(high base vertical output shaft- 
down), are available in four sizes 
of 2 in., 2% in., 2% in., and 
3% in. center distances. Each 
size is available in 10%:1, 
20%2:1, 30:1, 40:1, 50:1, and 
60:1 ratios, to provide a wide 
range of output speeds and horse- 
power. Price: $71 (200 hori- 
zontal), $124 (337 horizontal). 
Delivery: immediate. Foote Bros. 
Gear & Machine Corp., 4545 S. 


worm 


Western Blvd., Chicago, IIL. 
(4/14/58) 
Servo Kit 
Two-hundred and _ sixty-two 


standard parts for high-precision 
servo-system breadboarding are 
conveniently packaged in the 
servo-kit BP-101. Kit is provided 
with cutout shelves and individual 
cartons so that each part can be 
put safely back in place when not 
in use. Delicate gears are pro- 
tected from damage by being 
mounted so that they will not 
bump one another or touch any 
other part. Loss of small items is 
prevented by storing them in a 
partitioned plastic box, which has 
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silk-screened labels on the cover 
to identify each group of parts. 
Enclosed in each kit is a check 
list which identifies each part and 
shows exactly where to find it. 
Price: $1,150. Delivery: imme- 
diate. Helipot Corp., Newport 
Beach, Calif. (4/14/58) 


Hydro-Pneumatic 
Accumulator 


Light-weight disposable hydro- 
pneumatic accumulator is de- 
signed to absorb shock and vibra- 
tion on fork-lift trucks and bucket 
loaders. Greerolator is manufac- 
tured in one-quart and one-gal- 
lon sizes and consists of a two- 
piece welded shell, a one-piece 
bladder, and only three moving 
parts. Accumulator can be in- 
stalled on lift trucks and bucket 
loaders now in use. It eliminates 
damaging shock to cylinders, 
hose, and other major hydraulic 
parts. Greerolator is designed for 
a working pressure of 2,000 psi., 
a proof pressure of 4,000 psi., 
and a burst pressure of 6,000 
psi. It comes pre-charged with 
inert nitrogen gas. Price: $84 
(1-qt. size); $100 (1-gal. size). 
Delivery: immediate (one qt.); 
immediate after June 1 (one gal.). 
Greer Hydraulics, Inc., N. Y. In- 
ternational Airport, Jamaica 30, 
N. Y. (4/14/58) 


Calorimetric Meter 


Calorimetric power meter is 
for low radio frequency power 
measurements between dc. to 10 
kme. Full scale measurement 
range is 5 w. Resolution is 50 
millw. per division on 4% in. 
meter. Power meter is a simpli- 
fied calorimeter which uses an 
accurate metering pump of the 
gear type driven by a synchronous 
motor to keep the fluid flow con- 
stant. Instrument requires only 
connection to the power line. It 
does not use any flow meters, 
thermometers, or any controls 
other than an on-off switch. A 
sensitive thermopile and micro- 
ammeter measures the power dis- 
sipated in the rf. load. Microam- 
meter is calibrated in watts and 
is direct reading. Price: $780. 
Delivery: within 30 days. Electro 
Impulse Laboratory, 208 River 


St., Red Bank, N. J. (4/14/58) 


Non-Woven Fabric 


Kemi-Kleen cloth is chemically 
treated to pick up dust and dirt 
particles. Non-woven fabrics are 
fabrics which are held together 
by a chemical bonding agent 
rather than being woven. The 
fiber dispersion process employed 
furnishes uniform  multi-direc- 
tional strength and durability. 
Principal ingredient of the bond- 
ing formulation used is Chemi- 
gum latex, a water-dispersion of 
synthetic rubber. Chemigum 
helps impart a soft texture and 
furnishes over-all toughness to 


pockets formed by the web-li 

structure of the chemically treate 
cloth pick up and trap dust and 
dirt particles on contact. Pri 

$40 to $52 per case of 500 de- 
pending on zone and quantity). 
Delivery: about 2 wk. Lowndes 


Products, Inc., 4946 Parkside 
Ave., Philadelphia 31, Pa, 
(4/14/58) 


Dual-Channel 
Oscilloscope 


Model K-270 combines com- 
pactness and versatility with per- 
formance characteristics tailored 
to individual needs. A selection 
of accessory plug-in units for im- 
portant optical circuits allow 
users to match any oscillosgraphic 
need without space-consuming 
external units. Five pre-ampli- 
fiers, available as necessary, form 
an integral part of the instrument 
and may be used in any combina- 
tion with each of the two chan- 
nels. Five units cover the sensi- 
tivity range from 50 milliv. de. 
per centimeter to 50 microv. dec 
per centimeter, allowing the in- 
strument to be used for direct 
recording of low level medical, 
biophysical and strain gage equip- 
ment as well as for general-pur- 
pose production or laboratory 
applications. Frequency _re- 
sponse ranges from dec to 5 
megacy. to dc. to 50 kilocy., de- 
pending on sensitivity require- 
ments. Price: $875 (oscilloscope 
less plug ins), $235 (sweep), $135 
to $160 each (amplifiers) De- 
livery: 90 days. Electronic Tube 
Corp., 1200 E. Mermaid Lane. 
Philadelphia 18, Pa. (4/14/58) 
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Bowl-Type Parts 
Feeders 


Increased power and reduced 
bowl weights permit the use 0! 
larger bowls for increased load 
capacities and faster feeding rates 
Increased power comes throug! 
the use of stronger magnets and 
a rearranged leaf spring assembly. 
Feeders are available in a com 
plete line of all-new designs in é 
range of sizes from 5 to 36 IN 
in dia. They come in cast alum 
inum and cascade or straight wal! 
fabricated stainless or cold rolled 
steel. Bowls feature quick-chang* 
design for users who interchang* 
bowls to handle different parts o 
the same drive unit. Price: [ro 
about $160 to $1,500. Delivery: 
from immediate to 2 wk. (sian¢ 
ard parts feeders); 5 to 6 wk 
(oriented feed models). Syntro! 
Co., 936 Lexington Ave., Home! 


withstand rough usage. Minute 


City, Pa. (4/14/58) 
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Hercules Powder Cuts 
Prices of Seven Resins 


Wilmington, Delaware—Her- 
ules Powder Company’s Syn- 
hetics Department announced 
eductions in prices of resins as 
jollows: Pentalyns A, G, and X 
duced 112 cents a pound; Pen- 
alyns 802A, 802A Pale, B25, 
and Ester Gum 8L reduced 1 cent 
, pound, effective March 31. 

Reductions are being made to 
meet scattered price competition, 
and to help the profit and compe- 
itive positions of Hercules’ 
customers. They follow recent 
reductions in plasticizer and pen- 
taerythritol prices instituted by 
Hercules. 


Tap Service Guaranteed 


Farmingdale, N. Y.—Pioneer 
Tool Crib, Inc. is offering a serv- 
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ice for reconditioning used taps. 
Grinding and finishing operations 
plus measuring pitch diameters 
and rebuilding to original size 
hardchrome plating, are included. 
The company guarantees to re- 
store a tap to a condition compa- 
rable to a new tool. 


Walker to Build Plant 


Racine, Wis.—Walker Manu- 
facturing Co. plans to locate a 
140,000 sq. ft. plant to produce 
exhaust pipes and tail pipes at 
Aberdeen, Miss. The plant 
should be in operation by next 
fall. 


Steiner Is Distributor 
For Celanese Corp. 


New York—Celanese Corp. of 
America has appointed Steiner 
Paper Corp., New York City, a 
national distributor for Celanese 
prepared acetate. 

Celanese began production of 
this transparent coated plastic 
sheet last month at its Belvidere, 
N. J. plant. 


Metals Plant to Open 


Syracuse, N. Y.—American 
International Minerals Corp. 
plans to open a plant here to pro- 


duce powdered copper, iron, zinc, 
and other metals. The company 
has secured an exclusive license 
covering use of a new compres- 
sion impact machine which re- 
duces metals to powdered form. 


Chase Opens Warehouse 


San Francisco—Chase Brass & 
Copper Co., Inc., has opened a 
warehousing and _ distribution 
center here for brass and copper 
mill products, copper tube and 
fittings. The 62,000 sq. ft. addi- 
tion to Chase’s nationwide net- 
work of warehouse facilities will 


serve the entire West Coast. 


Fibreboard Paper to Sell 
Expendable-Pallet Line 


San Francisco — Fibreboard 
Paper Products Corp. has been 
appointed exclusive licensee for 
11 western states and Alaska to 
manufacture and sell the corru- 
gated paperboard channels used 
in the new wood-and-paperbeard 
expendable pallets developed by 
the Shipaway Division of Bulldog 
Pallet Co., Newark, Calif. 

Two of Shipaway’s machines 
ised in assembling the expendable 
pallets were leased by Fibreboard 
for use in shipping its own prod- 
ucts. The equipment cuts time 
and aids output. 


lum capacitors . 


The Mallory line of Tantalum Capacitors 
is a broad one, offering a wide selection of 
capacities, working voltages, temperature 
ranges, and physical designs. There are 
sub-miniature and regular sizes—and 
temperature ranges as high as 175°. For 
practically any circuit problem, you’re 


Serving Industry with These Products: 
Electromechanical — Resistors @ Switches @ Tuning Devices ¢ Vibrators 
Electrochemical — Capacitors e Mercury and Zinc-Carbon Batteries 
Metallurgical — Contacts © Special Metals ¢ Welding Materials 


Parts distributors in all major cities stock Mallory 
standard components for your convenience, 


Purchasing Week 


sure to find an 


as 3 weeks. 


No Waiting for Delivery When You Specify 
Mallory Tantalum Capacitors 


No need for hesitating to specify tanta- 
. because there’s no 
hesitation on delivery from Mallory. 
Mallory Tantalum Capacitors, in stand- 
ard capacity and voltage ratings, are 
now “In Stock” items, ready for im- 
mediate shipment. 


“In Stock” Mallory 


Tantalum Capacitor that will fit your 
specifications. And if you need a special 
rating, we can supply these in as little 


For convenience in making prototypes 


and experimental circuits, many Mallory 


distributors carry standard Mallory 
Tantalum units in stock. 


Military-grade resistors...carbon and 
wire-wound controls, fixed and adjust- 
able wire-wound resistors... are avail- 
able from Mallory in a complete selection 
of ratings. Write for data. 


Expect more...get more from 


P.R 


. MALLORY & CO. inc. B 


ALLOR 


P. R. MALLORY & CO. 


Inc., 


INDIANAPOLIS 6, 


INDIANA 


27 


Bendix-Skinner to Become 
Bendix Filter Division 


Madison Heights, Mich. — Bendix- 
Skinner Division of Bendix Aviation 
Corp. will change its name to Bendix 
Filter Division to give a better descrip- 
tion of its products. 

The division’s West Coast Poroloy 
Equipment, Inc., plant at Van Nuys, 
Calif., will be designated as the West 
Coast Branch of Bendix Filter Division. 
It has operated as a wholly owned subsidi- 
ary of Bendix Aviation since its acquisi- 
tion last summer. 


Kearfott Establishes Division 


Little Falls, N. J.—Kearfott Co., Inc., 
has announced that its Western Division 
plant at Van Nuys, Calif., has been 
established as the Microwave Division. 

The new division makes precision 
microwave systems and components in- 
cluding ferrite devices, wave guide assem- 
blices and microwave antennas. 
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ALCOA ALUMINUM 
FASTENERS ARE 
AVAILABLE LOCALLY! 


Yes, you have only to pick up your 
phone to “call in” the Alcoa® Alu- 
minum Fasteners you need. Your local 
Alcoa distributor has them in all stand- 
ard sizes and types for immediate de- 
livery. “Specials” are available, too! 


Get the lasting sales appeal that 
Alcoa Aluminum Fasteners give your 
aluminum products with their perfect 
color match, resistance to both gal- 
vanic and atmospheric corrosion. See 
the Yellow Pages of your telephone 
directory for your nearest Alcoa 


distributor. 
wy 


| é ALCOA ©. ALCOA THEATRE 
é ALUMINUM - Exciting Adventure 
i FASTENERS 


Alternate Monday 

Evenings 
Your Guide to the Best in Aluminum Value 
FREE... FACTS, SAMPLES...FREE... FACTS 
(ptr ante we “ 


Aluminum Company of America 

2250-D Akcoa Bidg., Pittsburgh 19, Po. 

Gentlemen: Please send complete specification data 
and samples of Alcoa Aluminum Fasteners. 


Name 
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Company- 


Address 


National Cylinder Gas to Become Chemetron 


Chicago—Charles J. Haines, president, National Cylinder Gas Co., holds up a 
sign giving the new name of the company, 
“chemicals, metals, and electronics,” the three fields served by the company. The 
name is expected to become official in May after stockholders have approved. The 
company has headquarters here and 95 plants throughout the country. 


Chemetron. It is made up of the words 


Tire Cord Fabric Machine 
Invented by U. S. Rubber 


New York—A textile engineer for U. S. 
Rubber Co. has invented a machine to 
make tire cord fabric, the biggest single 
use for synthetic yarns in the country. 
The machine, called the Clarkson cord 
former after the inventor R. J. Clarkson, 
produces tire cord automatically. It is 
actually a combination of three machines 
that ordinarily form and wind nylon or 
rayon tire cord. 

After testing the machine for a year, 
the company said it would probably save 
54% in floor space, require 62% less 
manpower, cut the number of knots in 
tire cord by 75%, reduce waste by 77%,_ 
and lower investment for additional capac- 
ity by 44%. 


Radiochemical Users Can 
Get Radiocarbon Compounds 


Waltham, Mass.—tTracerlab, Inc., is 
offering to users of radiochemicals its EQ 
Paks, quantities of radiocarbon com- 
pounds which are AEC license-exempt. 

Use of the EQ Pak avoids delays due 
to licensing procedure and allows im- 
mediate progress on new projects. Up to 
ten packages may be possessed at one 
time, but combination of several exempt 
quantity packages to form an aggregate 
amount of more than 50 microcuries is 
forbidden. The EQ Paks are available in 
most of Tracerlab’s Carbon-14 chemicals. 


Orders Filled Immediately 


North Chicago, Ill.—Fansteel Metal- 
lurgical Corp. has announced that begin- 
ning May | unannealed tantalum sheet 
will be available for immediate delivery 
from stock. Stock sizes are 0.002, 0.003, 
0.005, 0.007, and 0.01 in. Delivery of 
annealed sheet will take two weeks. 


Western Electric Opens Plant 


Los Angeles—Western Electric has 
opened a $5 million supply plant here. 
It is the largest of the company’s 32 supply 
plants. 


Smith Corp. Adds to Plant 


Granite City, IllL—A. O. Smith Corp. 
is building a structure to house facilities 


rolet frames. The addition, containing 
20,400 sq. ft. of flood space, is similar to 
the “soap coating” facilities being install- 
ed at the firm’s Milwaukee plant. The 
process will replace an oil-coating pro- 
cedure now in use. 


German Firm Purchased 


Pittsburgh—Mine Safety Appliances 
Co. has purchased the Auer Co., Berlin, 
Germany, wholly owned subsidiary of the 
Deutsche Gold and Silber Schiedeanstalt 
(Degussa) of Frankfurt. Auer produces 
incandescent gas mantles and safety appli- 
ances such as gas masks and smoke 
masks. 


Enka Corp. Buys Rex Firm 


Enka, N. C.—Rex Corp., West Acton, 
Mass., manufacturer of plastic-covered 
wire and cable, has been acquired by 
American Enka Corp., in a step to 
diversify outside the textile industry. 


Polymer Div. Develops 
Dry-Coloring Process 


New York—The Polymer Chemica 
division of W. R. Grace & Co. has deve}- 
oped a new dry-coloring process for 
molded plastics which will be made avyaij- 
able to molders free of charges. 

The company says the new technique 
“makes possible savings of at least 65 
or more over color compounding, pre- 
viously the only quality method for color- 
ing materials for plastic molding.” 


Shallcross Mfg. Moves 
To Selma, N. C. Site 


Collingdale, Pa.—Shallcross Mfg. C 
after more than 30 years here, is moving 
its entire operation to a new 41,000 sq. 
ft. plant in Selma, N. C. 

The move will be completed by the 
middle of May with no interruption in 
delivery schedules, a company spokes- 
man said. 


Purity Set in Argon Gas 


New York—Linde Co., Division of 
Union Carbide Corp., has raised its argon 
gas purity guarantee to 99.995%. The 
company stressed that the high-purity 
guarantee refers to the delivery state of 
the argon, not just the manufactured 
purity. The new higher purity gas is avail- 
able for all orders without any special 
price or grade category. 


Buhr Machine Expands 


Ann Arbor, Mich.—Buhr Machine 
Tool Co. has expanded its plant to in- 
crease production capacity by about 75%. 
The $1-million expansion consists of two 
main bays and a large planer-mill designed 
for mass production of standard bases, 
columns, and other components for build- 
ing-block type machines. 


Nickel-Base Powder Ready 


Detroit—Wall Colmonoy Corp. has a 
new nickel-base hard-facing powder con- 
taining tungsten carbide and chromium 
borides available called Colmonoy No. 


75. The company recommends its use 
with the Sprayweld Process requiring 


exceptional resistance to abrasion and 
galling. 


Pay: ie 


* 


to coat sheet steel used in making Chev- 
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Best protection against 
rancidity spoilage 


Sisieme BHA 


Oil-and fat-soluble Sustane BHA gives food products 
greatest all-round protection against oxidation, greatest 
carry-through for baked goods and mixes. Not affected 
by other product ingredients. 

Next time, specify Sustane BHA in the tamper-proof, 
weather-proof, easy-to-use, re-sealable metal container. 


UNIVERSAL OIL PRODUCTS reread 


A 30 Algonquin Road, Des Plaines, Illinois, U.S. A. 
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—— This Week’s 


| Purchasing 
| Perspective el, saan 


7 (Continued from page 1) 
The Association reports 80% expected their firms to maintain 


present selling prices. An | 1% 
expect increases. 


look for lower prices. Only 9% 


[hat would seem to throw more responsibility for finding a 
quicker recession cure to the sales department. Consumers are 
believed to have the ability to buy. They’ve just got to be con- 
vinced. Top corporate management has been harping on that 
theme for many weeks. The consumer is almost a weekly target of 
the White House and other government agencies, it seems. 

And if it’s true about consumers, *twould be a slice from the 
same logic to say to industrial management: Why not practice 


what you preach? 


And here’s another hint to management: Why not build a bet- 


ter mousetrap? 


A St. Louis purchasing agent who was asked last week what 
recession buying techniques he believed would help him most 
in the future replied: “I haven't had time to think about recession 
methods. I've been too busy buying. I see more salesmen and 
buy more today than I ever did.” 


What he mednt was that his company 
tools 


manufacturing automotive 


firm 
equipment) is 


(an engineering 


and servicing 


building itself a boom by redesigning its main line products to 
bring Out lower price models as well as higher priced lines. It 


also is keeping the jump on competitors by broadening its prod- 
uct mix to reach new customer levels. 


Inventory cutting drags on. Many firms still are not ready to 


restock. Statistical studies show 


high levels, 


relative to sales and new orders. 


inventories remaining 
that the 


at such 
business 


outlook for several months ahead must contend with continu- 


ing efforts to reduce stocks on 


hand (see inventories, page 6). 


Davega Stores’ Sale 


Tests Consumer Demand 


New York—A New York ap- 
pliance and sporting goods store 

chain is testing latent consumer 
demand with a 30-day * ‘buy your 
vay through prosperity” sale. 

H. M. Stein, president of 
Davega Stores Corp., said he was 
Wwamped with requests from 
nanutacturers throughout — the 
country to participate in the 
event which Stein described as a 
‘sponse to President Eisenhow- 
‘rs request last month that con- 
‘umers use their buying power to 
ielp halt the recession. 

The 28 retail units of Davega, 


ll located in the New York 
Netropolitan area, placed the 
argest orders for merchandise 


in Davega’s history, Stein said. 
Ihe goods include all types of 
‘ppliances, television receivers, 
porting goods, clothing, and 
other items which Stein. said 
‘ould go on sale at or slightly 


above cost. 

Supplementing the sale with 
Wavy advertising, Stein also 
“orked out a liberalized con- 
sumer 


financing plan to permit 
“Ustomers to buy without a down 
Payment with the first payment 
hot due until three months after 
{ke purchase. 


lague Predicts Dip 
n Consumer Index 


Washington — Ewan Clague, 
‘Ominissioner of Statistics for 
he Department of Labor, pre- 
icted an easing in the consumer 
ice index by late spring. The 
‘Op. he stated, would come from 


‘pril 14, 1958 


a softening of food tags which 
constitute about 30% of the 
total index. 

Clague suggested May as the 
possible month when new sup- 
plies of fresh vegetables should 
reach the market, causing some 
price dips. By summer he expects 
fresh supplies of local fruits and 
vegetables to put further down- 
ward pressure on the price index. 


Finished Steel Output 
Hits 4,262,935 Tons 


New York—Finished _ steel 
production shipped from mills 
during February totaled 4,262,- 
935 net tons, the American Iron 
and Steel Institute reports. 

February shipments compared 
with 5,215,417 tons shipped i 
January, and with 7,066,732 net 
tons shipped in February a year 
ago. 

Auto makers were the biggest 
single receiver of steel shipped 
from mills during the period with 
728,139 net tons. 


Stauffer Chemical Shuts 
Titanium Sponge Plants 


New York—Another firm has 
halted production of titanium 
sponge as a result of major cut- 
backs in demand. 

Stauffer Chemical Co. an- 
nounced its two pilot plants had 
been shut down. The plants had 
been turning out small quantities 
of the sponge material by a proc- 
ess developed by Stauffer re- 
search. 


Truckers Ask 
Higher Rates 


(Continued from page 1) 

In taking their rate petition to 
Washington, the Central States 
Truckers said the unusual man- 
datory ruling is necessary because 
of severe competition in the Mid- 
west. A 7% increase last year 
was nearly nullified, Welty said. 
because there were more “flag- 
outs’—truckers who did not put 
the previous increase into effect 
—than those who did. Many 
firms in sore need of boosts with- 
held in fear of losing business to 
a stand-still competitor. 

A leading Chicago carrier said 
the situation is not one of bureau 
members wanting a rate hike and 
those outside not wanting it. “All 
want it but they can't get together 
and some of the little guys just 
capitulate to any kind of shipper 
pressure,” he said. 

Separate Problem 

Truckers claim the Midwest, 
long a weak spot in the national 
transportation picture, has a sep- 
arate financial problem. Last 
year, for instance, total truck ton- 


nage for the U.S. set a record, 
but Central States tonnage 
dropped 5% 

In addition to the Central 
States petition, another sizeable 
rate case before the I.C.C. is 


from the Rocky Mountain Rate 
Conference which seeks a 7% 
boost atop a previously awarded 
5% increase. 


Recent Increases Granted 


Recent truck freight increases, 
all in the 5 to 7% bracket, have 
been ‘granted the Southern Motor 
Carrier Rate Association serving 
points in the South and East, the 
Middle West Motor Freight Bu- 
reau, the Central and Southern 
Motor Freight Tariff Bureau, and 
Middle Atlantic States Truckers. 

Truckers are organized into 
approximately 100 conferences 
throughout the country. Of these 
about 10 are considered major 
regional conferences and often 
lead the way on rate problems. 


Cu. and Al. Prices 
Still Dropping 


(Continued from page 1) 
been reported in some 
markets. 

The cut followed quite closely 
a similar reduction in copper on 
the London Metal Exchange. 
Scrap copper and wire scrap tags 
have also come under heavy pres- 
sure and have dropped a bit on 
both domestic and foreign mar- 


spot 


kets. 
Deliveries of the red metal 
continue well below last year. 


This was the third time in five 
months that smelters have been 
unable to hold a 42¢ per Ib. price 
hike. 

Fabricated aluminum cuts rep- 


resent a filtering down of the 
recent 2¢ per Ib. cut in basic 
aluminum. Some of the fabri- 


cated cuts are reported to repre- 
sent more than the 2¢ cut in ingot 
and pig aluminum. 

Reductions have been made 
for many building material items 
whose prices were advanced last 


August. The Nichols Wire & 
Aluminum Co., for instance, has 
reduced the price of building 


aluminum nails by $40 per ton. 
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Purchasing Manuals Given Boost 
By Experts At 2 P.A. Gatherings 


(Continued from page |) 
bers of the Grand Rapids Pur- 
chasing Agents Association, said 
sound purchasing depends on 
many things, but two are of 
primary importance: 

e A firm, clear set of principles 
to guide you in what you are do- 
ing. 

®© Good communications with 
the people in your company who 
are involved, directly or indirect- 
ly, in the purchasing function. 

Both requisites can be estab- 
lished through a manual, Gibson 
declared. 


“A good purchasing manual is 


not easy to write,” he said. 
must be clear, simple, and per- 
suasive. It must outline your 


procedures with enough flexibil- 
ity to allow for certain local con- 
ditions and for unusual circum- 
stance. 

“It should incorporate the 
ideas and suggestions of all your 
key purchasing people, taking 
advantage of their experience by 
pooling all their ideas. In fact, 
the more good ideas you get 
from your personnel, the better 
your chances are of establishing 
successful policies because each 
man will feel he is part of the 
purchasing team and has helped 
decide the rules for the team.” 


Should Review Manuals 


The Worthington P. A. empha- 
sized that every manual and the 
policies described in it should 
be reviewed periodically, taking 
into account important changes 
in operating techniques or in- 
dustry practices. 

Explaining the makeup of 
Worthington’s manual, Gibson 
said the foreword was written by 
the firm’s chief executive officer. 
It points up the importance of 
purchasing in these words: 

“1. We cannot sell our product 
at a profit unless our prices are 
competitive, and we cannot have 
competitive prices if we do not 
obtain our materials, parts and 
supplies at a cost at least as low 
as that obtained by our com- 
petitors. 

“2. We must rely on our pur- 
chasing departments to keep 
abreast of new materials, sub- 
stitutes, and other developments 
which may contribute toward 
improving our products and 
lowering our costs. 

“3. We must realize a fair 
return on our investment, which 
means that we must control our 
investment in inventory. At the 
same time, it is essential to a 
smooth-running operation that 
required materials, supplies, and 
services are available when need- 
ed and that a reasonable margin 
of safety is provided. 

“4. Through its far-flung con- 
tacts, a purchasing department 
can affect directly a company’s 
good will and its reputation for 
fair dealing.” 


(Continued from page 1) 
role of a manual at a purchasing 
ing without a definite purchasing 
management seminar conducted 
last week at the University of 
Minnesota. 

Rockwell's Market Research 
Department recently completed a 
survey showing how many com- 
panies use a purchasing manual. 
“Only 22% now use them,” 
MeVicar said, “leaving 78% of 
purchasing departments operat- 
aig without a definite purchasing 
policy.” 

McVicar said the Rockwell 
purchasing manual consists of 21 
sections covering 81 pages. Some 
of the key section headings in- 
clude purchasing policy, legal 
aspects of purchasing, relations 
with other departments, buying 
proper quantity, buying proper 
quality, and relations with sales- 
men. 

Under purchasing policy in the 
Rockwell handbook, McVicar 
said, “I used five pages to merely 
hint at some of the purchasing 
problem policies that we estab- 
lished.” He said these include: 

e The responsibility of buyers 
to study systematically the large 


volume of magazines, trade pa- 
pers, publications, and _ other 


printed matter that comes to him 
so that he will not overlook new 
manufacturers, new lines, im- 
proved or substitute materials, 
and for better prices. 

e The responsibility of buyers 
to study markets with a special 


reference to the material that 
they buy. 
eThe responsibility of the 


purchasing department to ques- 
tion with authority the quality, 
quantity, and kind of material 
asked for in order that the best 
interests of the company may be 
served. 

The Rockwell 
out that when the manual was 
completed, the company presi- 
dent and executive staff reviewed 
it and agreed with all the policies 
and procedures outlined. . 

“This gets management into 
the act,” he said. “By reviewing 
the sections, they learn what 
purchasing is trying to accom- 
plish and how it is to be accom- 
plished.” 

McVicar 


P.A. pointed 


emphasized __ that 
every company, even those with 
only one purchasing agent, 
should have a Purchasing Man- 
ual that management will 
know his policies. 

“Purchasing is not only a 
highly complicated science,” he 
added, “but is also a key factor 
in the success of any business en- 
terprise. If the quality, quantity, 
cost, and delivery schedules on 
raw materials or parts are not 
handled by men who know their 
specialty thoroughly, a company 
will be unable to compete suc- 
cessfully with other firms in the 
same field.” 


so 


California Industry 
Damaged by Flood 


San Francisco—California 
mopped up last week after a con- 
tinuing barrage of rain that hit 
hardest at agricultural areas of 
the state. Preliminary reports in- 
dicated, however, there was wide- 
spread, but not too severe, dam- 
age to industry in the Contra 
Costa and Alameda counties in 


northern part of California. 

Transportation through — the 
state was disrupted only slightly 
by the storms and returned to 
normal within a few days. East- 
west bound rail traffic shipped 
via Southern Pacific through 
Oakland was delayed by a snow 
slide in the Sierra Nevada Moun- 
tains that blocked the route tor 
two days. 

Storm damage 
in the millions. 


was estimated 


29 


Average Weekly Hours 


70 


65 


60Fr 


SSF 


50fF 


40} 
Depression~ 


IN U.S. INDUSTRY 


World Wor I 


Monufocturing Industries 


4 A i i. i i i i A. 


AVERAGE WEEKLY HOURS 


All Industries 


A. 


A. A i 1 1 i i 


35 | 1 i i i i 4 
1850 


60 70 80 90 1900 10 20 3 4 4! 


More Moonlighting Darkening 
Employment Picture, Seminar Says 


(Continued from page 1) 
week — what’s involved?” was 
conducted by Dr. Robert Fer- 
guson of Cornell. The panel con- 
sisted of Paul Frasser, Jr., United 
Steelworkers of America; Morris 
Sackman, International Ladies 
Garment Workers Union; and 
Robert Swanson, United Mine 
Workers of America. 

Ferguson in outlining the 
growth of the shorter work week 
noted that the work week had 
declined from 66 to near 40 hours 
during the past 100 years (see 
chart). In Akron rubber workers 
have a 36 hour week. But some 
10% are reported to be “moon- 
lighting.” Another 30% are sup- 
posed to be holding part-time 
jobs on which they work less than 
ten hours a week. “Moonlight- 
ing’ applies only to jobs taking 
ten or more hours a week above 
the time spent on the regular job. 
Cuts in Slack Times 

Sackman attributed the declin- 
ing work week to cuts made in 
Slack times to spread work. And 
that is what is happening at pres- 
ent. He added that the shorter 
week has in the past and will in 
the future stimulate labor-saving 
and automated improvements. 
This in turn leads to still more 
reductions in the week. 

Swanson made the point that 
at the current time organized 
labor will never take a shorter 
work week with less pay. And he 
added that unions realize that 
most industries are in no position 
to grant a shorter week for the 
same pay now. 


Education for Less Work 


He stressed that further cuts in 
work hours must be accompanied 
by intensive educational cam- 
paigns by both management and 
labor. Employees must under- 
stand the economic basis of a 
shorter week and must be edu- 
cated in use of leisure time and 
other off-the-job activities. 

Some executives in a N.I.C.B. 
survey reported 25% of their 
production workers were ‘“moon- 
lighting” and 50% of their highly 
skilled workers had double em- 
ployment. 

While most companies frown 
on “moonlighting” or attempt to 
forbid it entirely, they do not al- 
ways know if and when it exists. 
And many firms are inclined to 
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ignore the practice as long as it 
does not get out of hand. 

The N.I.C.B. study concludes 
by stating that each firm should 
have a definite “moonlighting” 
policy. It should include how 
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much and under what circum- 
stances the practice will be per- 
mitted. This policy should be 
thoroughly explained to all em- 
ployees as soon as is possible 
after they are hired. 

For the purchasing department 
“moonlighting” among its em- 
ployees can be especially danger- 
ous. Many assistants have knowl- 
edge of prices, concessions, secret 
data, and other material which 
would be of great value to a com- 
petitor. 

What do most firms have 
against “moonlighters?” and how 
does management spot double-job 
holders? Both these questions 
have the same answers. Most 
executives seem to feel that the 
following practices seem to ac- 
company “moonlighting,” and 
give management the first clue 
that there is double job holding 
by an employee: 

© Poor Performance. 

e Excessive Absence. 

e More Accidents. 

© Increased Lateness. 

® Dozing on the Job. 

@ Poor Quality Work. 

® Decreased Output. 


Outlay Per Worker 
Rise Hits $16,000 


New York—Average capital 
investment per production worker 
10se to an estimated $16,000 by 
mid-1957. The National Indus- 
trial Conference Board reported 
this last week. 

The half-year figure, converted 
to an annual basis, amounts to 
a $1,200 increase over the 
$15,400 capital investment per 
production worker in 1956. It’s 
the third highest increase since 
the Conference Board began 
computing this current series in 
1939. 


Decline in Production Workers 

The gain appears to be the 
result of a moderate 7% rise in 
investment and a decline of nearly 
2% in the number of production 
workers. 

A breakdown of the invest- 
ment per production worker by 
industry, based on internal reve- 
nue Statistics, is available, but 
only through 1954. It shows the 
petroleum, tobacco, and chemi- 
cal industries on top of the list, 
with the apparel, leather, lum- 
ber, and furniture and fixtures 
industries far below the all-in- 
dustry average. 

From 1948 to 1954 only five 


industries have had a continuous 
rise in per worker capital invest- 
ment—tobacco; printing and 
publishing; petroleum; stone, clay 
and glass; and nonelectrical ma- 
chinery. All other groups de- 
clined at least once during the 
six-year period, most of the de- 
creases occurring in 1953. 


Firms Announce Cuts 
In Corrugated Prices 


New York—Cuts in the price 
of corrugated products have been 
announced by Fibreboard Paper 
Products Corp. and International 
Paper Co. The reductions by 
fibreboard range up to 10%, 
and according to the company, 
were made in the hope of in- 
creasing sales. Admitting that 
the price reduction runs counter 
to rising production costs, a com- 
pany spokesman declined com- 
ment on the duration of the cuts. 

International did not specify 
how large its price cuts would 
be, but confined the reductions 
to the market west of the Rocky 
mountains. The company also 
reduced the price of its kraft 
liner board by an_ unspecified 
amount. A spokesman for Inter- 
national stated the move was 
made to bring prices in line with 
local competition. 


Purchasing Week 


Bad Times Bringing P.A.s Good 
Training; They Try New Ideas 


Purchasing Week Survey Reveals That Progress 
Being Made Now Will Be Kept in Better Times 


(Continued from page 1) 

A few of them were: 

e Keeping inventories at more 
manageable levels with improved 
control methods. 

e Requesting more bids 
each buying transaction. 

e Closer examination of ship- 
ping methods and transportation 
costs. 

e Seeking more service trom 
vendors. 

e Maintaining a sterner watch 
on quality and greater use of 
value analysis. 

Purchasing executives were 
unanimous that because princi- 
ples of good purchasing do not 
change basically, the same de- 
vices will be used when business 
revives. 

As Lee McKinley, vice presi- 
dent of purchasing, International 
Shoe Co., pointed out, “the 
trouble with many of us is that 
during good times, we are apt to 
get a little careless. A recession 
wakes us up and forces us to do a 
better job, but the principles have 
remained the same all the time.” 

The skill developed most ex- 
tensively during the past year has 
been inventory reduction. Many 
P.A.’s told PURCHASING WEEK 
they intend to keep inventories 
at a low level as long as materials 
remain in good supply. 


for 


Tightened Inventory 

“Like everyone else,” said 
Robert Kuykendall, P.A., Conti- 
nental Gin Co., Dallas, “we have 
tightened down on inventory. We 
make more inventory checks with 
our other factories to see that we 
don’t buy something already in 
stock elsewhere.” 

Along this line, he and other 
P.A.’s said they were examining 
the advantages of electronic data 
processing equipment more thor- 
oughly to see how and where it 
could be used to cut costs fur- 
ther. 

The inventory control program 
put in operation at a Cleveland 
electrical firm is one that wouldn't 
be eliminated even if business 
tripled soon, the company’s P.A. 
declared. 

Through careful coordination 
of reports by production man- 
agers in each department, the 
purchasing agent has been able to 
trim $3 million from their in- 
ventory. 

The Cleveland P.A. explained 
that economic conditions played 
an important role in this reduc- 
tion. Because they can take ad- 
vantage of shorter delivery times 
and can buy much later than they 
previously had been able to, they 
can make better estimates of the 
quantity of materials that will be 
needed. 

Opinon varied on the question 
of vendors, although most P.A.’s 
held to the technique of using 
regular suppliers as often as pos- 
sible. 

“We've found that it’s good 
business to help responsible ven- 
dors who are having difficulty 
maintaining production,” said the 
P.A. for Waste King Corp., Los 
Angeles. “Sometimes we'll push 
up orders as much as _ several 
months to help out these fellows. 

“Sure we often get improved 


pricing situations in this fashion, 


but that’s not our primary objec- 
tive. Our key vendors have mate- 
rially helped the growth of our 
company, and we want to keep 
them in business for more thin 
just selfish reasons.” 

On the other hand, Edward 
J. Blanton, purchasing direct 
Sturgeon Electric Co., Denver, 
said he has profited by increasing 
his requests for bids. ) 

“We've gotten = surprisingly 
good results the last six months 
by getting bids for supplies in 
cities, as far as both coasts,” he 
said. “Even when we figure trans- 
portation costs, we've found that 
we could buy much cheaper in 
some of the depressed areas back 
east.” 

Then again, the purchasing 
agent for a Pittsburgh hardware 
jobber said he is dealing more 
now with local suppliers than he 
ever did before. 

“The reason for this,” he ex- 
plained, “is that local suppliers 
can make faster deliveries than 
out-of-towners, and the buyer is 
able to keep his inventories lower 
for that reason.” 

Cuts in Transportation 

The P.W. survey also showed 
that transportation was another 
area where purchasing agents 
were hammering away at costs 
They are consulting their traffic 
managers more often on specific 
buying transactions. 

“We've just made an innova- 
tion that is helping keep pur- 
chasing and freight costs down,’ 
explained E. G. Golly, P. A. 
Hensley Equipment Co., San 
Leandro, Calit. 

“We have established a ware- 
house in Detroit—our first out- 
side this area—and send our own 
truck from San Leandro to De- 
troit about twice a month. It 
hauls parts to the warehouse and 
makes deliveries to our dealers 
along the way. 

“On the return trip, it carries 
materials we need for our manu- 
facturing plant. As we can buy ‘ 
little cheaper in the East, we save 
freight costs. It works out ver) 
well, and we will do more of it. 

The most important 
learned thus far by William G 
Fitzgerald, P.A., Heppenstal 
Co., Pittsburgh, is to take ad- 
vantage of the “service” offered 
by suppliers. 

He noted that most supplie! 
today are knocking themselves 
out to inform purchasing agen! 
of their research programs, new 
products, high inventories, ant 
good deliveries. They are als 
putting high-type, better informe? 
salesmen on the road to promot 
business. 

Purchasing executives have 
also sharpened basic buying skill 
in their effort to pull managemet! 
over the hump. 

For instance, Blair McTagga! 
of American Marietta Co., Seat 
tle, has leaned heavily on markt! 
analysis to reduce costs or © 
get a better product for the sam 
price. One example is in the fie!’ 
of containers. 

His company concluded thi! 
standard bag sizes lead to low’ 
unit costs. In some cases, ° 
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For Swank, with doubled manufacturing facilities 
and growing purchase activities, system improve- 
ment had become urgent. Automated Data Proc- 
essing brought speedy, accurate preparation of 
voucher checks with simplified procedures and 
equipment. Key-punching and verification are 
eliminated as are all individual line postings to 
sub ledgers. Monthly ledger postings are down 
from 17,000 to 150. 


Voucher checks are prepared in advance on a Flexo- 
writer, typing on a 3-part Moore Speediflo form. 
The information comes from master tapes and 
vendors’ invoices. The Speediflo is a pasted form 
and remains together as a unit until payment date, 
and is processed through a checkwriter. A punched 
ape, Which is a by-product of the voucher-typing, 


NIAGARA FALLS, N.Y. : 


DENTON, TEX. 


has additional functions. Every morning by 10:00 
o’clock, these tapes are processed through a tape- 
to-card punch and an IBM Electric Accounting 
Machine to prepare a voucher register. Later they 
are used for a monthly accounts analysis. 


The Moore man, using Moore facilities, helped with 
scientific design and man- 
ufacture of the 3-part 
Speediflo Voucher form. 
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If you would like to read the 
details in this booklet, write on 
your Company letterhead to the 
Moore office nearest you. 


MOORE BUSINESS FORMS 


Inc 
¢ EMERYVILLE, CALIF. 


Since 1882 the world’s largest manufacturer of business forms and systems. Over 300 
offices and factories across U.S., Canada, Mexico, Caribbean and Central America. 
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